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OVER 30 YEARS OF INSURANCE SERVICE 


SUN LIFE INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE BALTIMORE, MARYLAND 


The most liberal Ordinary Policies from age 10 to 
age 60. Insurance on men and women. Many 
unique policies; liberal Annuity contracts; sub- 
standard service to our full-time agents. 

Industrial Insurance from birth to age 65. 


THE ONLY NON-PARTICIPATING COMPANY IN THE HISTORY 
OF AMERICAN LIFE INSURANCE TO PAY VOLUNTARY DIVI- 
DENDS ON NON-PARTICIPATING ORDINARY POLICIES 


ASSETS OVER $6,000,000 
INSURANCE IN FORCE OVER $75,000,000 








NEw York UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2,000,000 


A. & J. H. STODDART, General Agents 


100 William Street New York City 





FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 
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GO AFTER THE OTHER FOUR 


The National Bureau estimate advertises the startling 
fact that only one in five of this country’s 22,000,000 


autos are insured. 


YOUR FIELD RIPER THAN EVER! 
REAP IN 1927 





“The 25,000 fatal accidents in 1926 
pave a way for those with insurance 
protection to sell. 


“These automobile fatalities are so 
many tragic warnings; while the les- 
sons taught in the hundreds of thou- 
sands of injuries which occur every 
year, keep educating the public in 
their insurance need.” 











ROYAL INDEMNITY CO. 
CASUALTY INSURANCE—BONDS 
150 William Street 
NEW YORK CITY 








SOUTHEASTERN PYRAMIDS OF PROGRESS 


Just a steady, solid growth 


END OF YEAR INSURANCE IN FORCE 
1906 $1,251,175.00 
1911 $4,965,813.00 


1916 $9,235,056.00 
1921 $17,500,000.00 


1926 $30,637,231.00 


Practically all of this has been done in our 
home state. Only recently we entered North Caro- 
lina, Georgia, Florida, Mississippi and Kentucky. 
Ready to enter other states. 


Assistance “in organization work—Long time 
renewals—Training Schools for Agents—Policy 
contracts and rates as good as the best. 


Address: W. CASWELL ELLIS, Vice-Pres. and Agcy. Mgr. 


SOUTHEASTERN LIFE INSURANCE COMPANY 
Organized 1905 
Southeastern Life Building 


GREENVILLE SOUTH CAROLINA 
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NOW READY 


INSURABILITY 


PROGNOSIS AND SELECTION 
LIFE—HEALTH—ACCIDENT 





A notable work, written by 
H. W. DINGMAN, M. D. 
Vice-President, Continental Assurance Company; Medécal 
Director Continental Assurance and Casualty Com- 
pantes; member Life Insurance Medical Directors As- 
sociation; member Chicago Medical Society and 


Illinois State Medical Society; Fellow American 
Medical Association, etc. 


HUMAN LIFE APPRAISED 


Valuable new book discusses 


CONCISELY AND COMPLETELY 
the various factors concerned in 


1—Determining health, present and 
future. 
2—Estimating probable length of life. 


3—Assessing human life values. 


It materially assists in the 


SELECTION OF RISKS FOR INSUR- 
ANCE and APPRAISAL OF CLAIMS 
FOR INDEMNITY 


Every medical director, examiner, under- 
writer or student of insurance, in home 
office or field, will be intensely interested 
in this first book to cover comprehensively 
and exhaustively the principles and prac- 
tices of every day underwriting in 


LIFE, HEALTH and ACCIDENT 
INSURANCE 
PRICE, $15. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 




















Fifteen Thousand Opportunities 


“Sales Promotion Division, Agency Dept., 
Union Central Life Insurance Co., 
Cincinnati, Ohio: 


“On Monday Mr. A. H. H. received the 
booklet ‘How I Solved the Life Insurance 
Problem.’ Monday night he read the 
booklet carefully. Tuesday morning he 
came into our office and took out an addi- 
tional $5,000 policy.” 


This letter from one of our Texas agents is 
one of many similar communications we have 
received during the last two months, telling 
of actual results from the Union Central’s 
1927 circularization campaign among old 
policyholders. 


Two hundred, sixty thousand Union Central 
policyholders were circularized with a letter 
offering one of our new booklets. Fifteen 
thousand replies were received and more are 
coming in every day. 


While the chief purpose was to offer service 
to our policyholders, our agents have fol- 
lowed up these fifteen thousand leads with 
astonishing success in writing new business. 


—Just one more of the Home Office enter- 
prises which help swell the monthly commis- 
sion check for Union Central agents. 


THE 
UNION CENTRAL 


Life Insurance Company 
Cincinnati, O. 


JOHN D. SAGE 
President 


Founded 1867 
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SCOPE OF ACTUARIAL 
CONGRESS 


Meeting Held Triennially Until Inter- 
rupted by World War 


MAKES PROFESSION INTERNATIONAL 


Papers Synopsized in Every Language—In- 
terpreters Present at Each Meeting 

The eighth International Congress of Actu- 
aries meets in London this year from June 27 
to 30. Actuaries, like other scientists and tech- 
nical experts, have found that in an exchange 
of ideas and a pooling of knowledge, the most 
satisfactory progress may be made. As far 
back as 1895 the first International Congress was 
held at Brussels at which, besides representa- 
tives from all the larger European countries, 
there gathered in the Congress members from 
America, Africa and Japan. Other Congresses 
have been held in London, Paris, New York, 
Berlin, Vienna and Amsterdam at triennial in- 
tervals, and but for the Great War no doubt 
they would have continued uninterruptedly to 
the present time. As it was, the great Euro- 
pean catastrophe of 1914 prevented the Con- 
gress of 1915 taking place and postponed re- 
sumption to the present year. 

Though the scope of its activities has con- 
siderably widened during the last generation in 
consequence of the large developments of so- 
cial insurance, the actuarial is still a limited but 
select profession. It largely confines its pro- 
fessional activities in most countries to the 
financial side of statistics relating in some form 
or another to human life. The Institute of 
Actuaries in London was formed as far back as 
1848 and it then proceeded to collect, preserve 
and accumulate a body of knowledge which has 
proved of inestimable value in the social prog- 
ress of the country. Similar actuarial bodies 
have sprung up in most countries serving their 
own States much as has the Institute of Actu- 
aries. The Actuarial Society of America, the 
Association Royal des Actuaries Belges and the 
Institut des Actuaries Francais in France are 
similar bodies in their respective countries. 

A very considerable step was taken in 1895 
when collaboration among actuaries was organ- 
ized internationally through the International 
Congress and its Permanent Committee. This 
organization, which is still in existence, served 
to link up the actuaries of various countries, and 
provided for the interchange of views. It 
arranged for the triennial congresses and their 
programs. It published an annual Bulletin in 
which figured an interesting summary of actu- 
arial news and accounts of books and publica- 
tions which might otherwise fail to realize the 
wide -attention they-merited: -The current -Bulle- 
tin gives-an aecount of the. executive meeting 

‘(Concluded on page 7) 


LIQUIDATION ASKED 


Illinois Department Acts Against Two 
Lloyds Organizations 


ADMITTED ASSETS ALMOST NIL 


United Lloyds of America and Bankers 
Lloyds of America Temporarily En- 
joined from Operating 


Cuicaco, Itt, June 20—The State depart- 
ment of trade and commerce, through Oscar 
Carlstrom, attorney-general, has gone to the 
courts again in an effort to clean up the un- 
favorable insurance conditions in Illinois caused 
by lax supervision in previous years. This time 
receiverships for the United Lloyds of Amer- 
ica, the Bankers Lloyds of America and the 
Preferred Underwriting Company, attorney-in- 
fact for the two companies, was sought. 

The State also asked for injunctions restrain- 
ing the three companies from any further oper- 
ations and Judge Walter P. Steffen, who re- 
cently ordered the liquidation of the Marquette 
National Fire, granted a temporary injunction 
and set June 24 as the date upon which the 
Lloyds must show cause why the liquidation 
should not take place. This action by the State 
officials follows close upon the introduction in 
the legislature of a bill to bring all Lloyds’ in- 
surance organizations under the supervision of 
the State department of trade and commerce. 
The bill has been passed by the house and has 
been reported favorably by the senate commit- 
tee on insurance. 

The injunction was granted upon claim of 
the attorney-general that the companies were 
insolvent and should be liquidated: James W. 
Going was mentioned as a defendant in the suit 
on the ground that he was attorney-in-fact for 
the subscribers to the two Lloyds’ companies, 
but this was found to be erroneous. Mr. Go- 
ing is not connected with the companies, though 
the position of underwriter was offered to him 
but not accepted. 

The petition alleges that the Bankers Lloyds 
was being operated illegally as’ no permit to do 
business had been granted and that it had been 
organized to carry casualty lines not permitted 
in the United Lloyds’ licenses. 

The petition sets forth that an examination 
of the United Lloyds last month disclosed ad- 
mitted assets of $463.54 and liabilities of $121,- 
866. 
Prominent in the company’s ledger assets was 
a $1,000,000 guarantee fund which was supposed 
to represent the underwriters’ liability, but the 
State department ruled it out because it was 
not secured. 

The Preferred Underwriting - Company, the 
operating company for the underwriters of ‘the 
United Lloyds of America, was organized March 

(Concluded on page 15) - 
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ACCIDENT CLAIMS 


Committee of Ten Suggested to Com- 
bat Evil in Philadelphia 


WILL INVESTIGATE AND EVOLVE PLAN 


Situation Acute Say Company Officials— 
Citizens’ Safety Body Supports 
Movement 


PHILADELPHIA, PENNA., June 14.—Accident 
and casualty insurance companies, public utili- 
ties companies, the legal and medical profes- 
sions, the motor clubs, civic clubs and the City 
of Philadelphia official representatives, joined 
together this week in a conference to devise 
ways and means to combat a serious condition 
of affairs in the accident claims of the city. 

The meeting took place at the Insurance So- 
ciety of Philadelphia and was sponsored by the 
Casualty Underwriters Association of Philadel- 
phia and the Manufacturer, of which Warren 
F. Doan, who presided is the editor. 

While the outcome of the meeting actually 
dwindled to the approval of the appointment of 
a committee of ten representative men of the 
city to settle upon a plan, interest was very evi- 
dently at what might be termed “fever heat.” 
Fully 100 leading citizens, interested in the 
growing volume of fraudulent accident claims 
uncovered in Philadelphia, were present. 

After several representatives of the city, the 
public utilities and other industries presented 
their viewpoints, Harold K. Remington, resi- 
dent manager of the Atna Casualty and Surety 
and the Automobile of Hartford, offered a mo- 
tion to the meeting endorsing, by unanimous 
consent, the formation of a committee empow- 
ered to formulate a plan of action and solicit 
funds to carry out their project. He pointed 
out that the Casualty Underwriters Association, 
for the past six.months had been wrestling with 
the problem of fraudulent claims through its 
claims bureau, but that, as W. W. Berry, presi- 
dent of the Association had announced last 
week, the problem had become a home-office 
affair from an insurance standpoint. 

Charges that the blame for many of the 
fraudulent and unwarrantedly large claims for 
accidental injuries came from insurance sources 
were made by John F. Maurer, assistant dis- 
trict attorney, and John J. K. Caskie, general 
counsel for the Philadelphia Rapid Transit and 
Yellow Cab Company. 

Among the insurance men present were, in 
addition to Mr. Remington, John Donohue, resi- 
dent vice-president of the Maryland Casualty; 
S. H. Pool, resident manager of the Fidelity 
and Casualty; G. R. Dette, assistant vice-presi- 
dent of the’ Commonwealth Casualty and_ for- 
merly secretary-manager of the Insurance Fed- 
eration of Pennsylvania, and H.- Jordan. Dooley, 

(Concluded on page 21) 
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NE of the ornamental features of the 

home office of the Western and Southern 
Life Insurance Company in Cincinnati is an 
Alaskan Totem Pole. The pole is twelve feet 
high and is decorated with grotesque symbols 
representing animals venerated by the Indian 
family who carved it. The principal symbols 
on the pole are the frog at the base, the fish, 
which is the central figure, and the bear at 
the top of the pole. The entire pole is painted 
many vivid colors and is one of the few such 
specimens in this part of the country. It was 
obtained near Wrangell, Alaska, by Albert 
Wachtel, manager of the supply department of 
the Western and Southern Life, while on « 
vacation trip to Alaska. 


** & 


NE of the boasts of Britishers is that the 

sun never sets on the British Empire. One 
wonders if the Union Central Life Insurance 
Company, of Cincinnati, had a similar slogan in 
mind in appointing Darby A. Day as general 
agent in Chicago, having already long enjoyed 
the services of Charles B. Knight in a like 
capacity in New York. Working Day and 
Knight, the Union Central ought to make a 
surprising record this year. 


kw 


OLONEL WILLIAM TALBOT, agency 

director of the Southland Life Insurance 
Company, of Dallas, Tex., has written for the 
agency paper of that company one of the best 
Lindbergh articles that I have seen. Here it 
is: 

They called him Lucky. 

As a boy he was interested in aviation and 
tied his bicycle in a tree and played aviator. 

At school he devoted his time in studying 
only the subjects that pertained to aviation. 

He bought a plane with his own money, and 
gave flights to everyone in his home town who 
would go up with him. ; 

His next experience in flying was gained 
with a flying circus, and he was one of their 
best stunt flyers. 

The Army School gave him his next training 
and he was one of the most proficient flyers 
they have ever turned out. 

For two years he served the Government air- 
mail service and twice was forced to abandon 
his plane and descend in a parachute. 

He resigned, went to the president of the 
Chamber of Commerce of St. Louis, and told 
him he wanted to fly from New York to Paris, 
and he was financed by a group of men. Yet 
he, with $2000 of his own money, was the 
largest single contributor to this fund. 

He ordered his plane and, while it was being 
constructed, studied for four days and nights 
on navigation. 

He trained himself to stay awake up to 36 
hours, and to go without food and water. 

And then came the flight, and he landed in 


Paris. 

Lucky, hell! He was the best prepared man 
in the United States for this flight. 

And he made it! 


ERE you are folks! MHere’s a picture of 

“The Power Behind the Throne,” alias 
James A. Beha, Jr., son of the New York 
Superintendent of Insurance. Please note the 
close resemblance to Beha pere, ‘including the 
wave at the side of the hair. One reason 
“Jimmie” looks happy is probably because his 
Dad recently received an honorary LL.D. from 
Manhattan College, thereby enabling the Big 
Boss to compete successfully with former Po- 
lice Commissioner George McLaughlin of New 
York city and James J. Hoey, of the w.k. in- 
surance brokerage firm of Hoey & Ellison. If 





James A. BEHA, Jr. 


you want to know more about this reference, 
ask Mr. Beha. I understand that it’s a very 
esoteric piece of information. 

* * * 


OR those of you who may be trout fishing 

enthusiasts, it is worth noting that Presi- 
dent Coolidge, having needed the advice attrib- 
uted to Horace Greeley but first published in 
the Terre Haute Express, sought the seclusion 
of Squaw Creek and caught some rainbows— 
on worms! Judging from the howl that goes 
up from brother anglers when I utilize such 
plebeian bait, President Coolidge’s achievement 
is a question of “Quod licet Jovi, non licet 
bovi.” In other words, Mrs. Van Astorbilt 
can get away with murder, but Maggie Murphy 
pays the price. 

* * * 


FRENCH newspaper, urging the return 

of knee-breeches, says: “If only twelve 
French gentlemen of secure social position 
would appear in knee-breeches on the boule- 
vards, half the world would adopt them within 
a month.” Maybe, but here’s betting the pro- 
verbial perforated five-cent piece that the half 
wearing them would not include insurance 
agents. 


MONG my friends I count an Englishman 
who has a London accent and wears his 
cane and spats with great éclat. Mutual friends 
took him down to Maryland on a duck-shoot- 
ing expedition last fall. Upon returning 
“Henry” found that his newly purchased hip- 
boots were missing. In reply to questions as 
to their location, Henry was told that there is 
“an old American custom” which requires that 
each hunter gives his boots to his guide at the 
conclusion of the trip. Henry is naturally 
rather skeptical of “old American customs” at 
the present writing. I am reminded of this 
incident by the discovery of what I take to be an 
“old English custom,” a discovery made in read- 
ing over the report of the ninety-first annual 
general meeting of members of the Liverpool 
and London and Globe Insurance Company, 
Limited, of Liverpool, England. At a proper 
time in the course of the deliberations, the chair- 
man is reported to have said: “I will now 
call upon E. S. Parker to move the election 
and re-election of directors.” The motion was 
made and carried promptly, but it occurs to the 
writer that such a procedure would certainly 
violate all principles of parliamentary law as 
practiced in America. The average American 
would resent such a procedure quite as much 
as Henry resented the involuntary gift of his 
new hip boots to his guide. 
a eee 
F the gentleman on my left calls on his 
friends, and even his friends’ childrens’ 
photographs for contributions, I guess I can 
call in scissors, paste and the magazine, Life: 

The earnest disciple of modern salesmanship 
breezed cheerily into the private office after a 
victorious struggle with the office boy. 

“Good morning, sir,” he cried heartedly as 
he drew from his sample case the latest model 
of the “No-Flame” extinguisher. “Kindly give 
me your undivided attention while I give you a 
practical demonstration of the No-Flame.” 

“Can't use any to-day! Good day,” he 
growled as he looked up from his morning mail. 

“Now watch me closely,” continued the sales- 
man as he struck a dramatic pose and pulled the 
plunger of the extinguisher. 

A yellow liquid shot out and settled in a 
dirty looking puddle on the morning mail. 

The manager leaped quickly aside and the 
salesman smiled in a pleased way. Lesson No. 
1 in his school of salesmanship was to get the 
attention of the prospect. 

“Observe,” he went on, “that the liquid will 
dry, leaving your papers unstained.” 

The manager reached feverishly for the buz- 
zer on his desk. 

“I threw the office boy downstairs,” the sales- 
man remarked pleasantly. “Now with your 
permission we will continue the demonstration. 
You can not fail to buy after seeing it. I will 
now set fire to your waste basket.” 

“Stop!” cried the business man. “How many 
must I buy to get you out of the office so that 
I can go back to my work?”—Life. 

* * * 
HEN Theodore Dreiser, noted author, 
was a conductor he had thousands of 
contribs. But that was on the Eighth Ave. line. 
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NEEDED REFORMS 

N article in the current issue of The 

Panel, the official organ of the As- 
sociation of Grand Jurors of New York 
County brings together three phases of 
the law enforcement problem, which are 
of particular interest to insurance compa- 
nies. These are bail bondsmen, criminal 
“fences” and lawyers whose conduct, to 
put it mildly, is “not above suspicion.” 
Casualty and surety companies are di- 
rectly affected by the machinations of the 
first two mentioned, and practically all 
insurance companies are concerned With 
the deviations of the last named. 

The Panel, concluding an able discus- 
sion of the part played by the indicated 
“triumvirate” in fleecing the public, de- 
frauding insurance companies and cir- 
cumventing the ends of justice, says: 

There are various authorities who criticise 
the insurance companies for their failure to 
prosecute crime when disclosed in connection 
with the policies they have underwritten. The 
companies are also condemned for the low 
wages paid to claims adjusters and employees 
who directly supervise claims departments, thus 
Inviting dishonest practices. Other observers 
suggest that some insurance companies prefer 
to barter with the ambulance-chasing lawyer 
because of his incompetency and his willingness 
to settle claims on a percentage basis. The 
Same critics point out, in this connection, that 
one verdict obtained by a competent attorney 


might greatly exceed the total of 100 bartered 
claims. 


Whatever truth there is in the criticisms of 
the insurance companies, their failure to finance 
and organize, in this city, a Central Bail Bond 
Bureau, a Central Burglary Bureau and an ade- 
quately equipped Central Claims Bureau, makes 
Possible many of the existing abuses. So long 


as there is lacking a thorough system of intel- 
ligence, in each of these branches, the informa- 
tion primarily necessary to eradicate corruption 
will be missing. 

THE SPEcTATOR has consistently agi- 
tated against bail bond abuses and has suc- 
ceeded in some of the reforms suggested. 
Furthermore, as a result of its efforts, the 
New York Superintendent of Insurance 
has canceled many licenses of brokers un- 
fit to hold them. On this page last week, 
the utility of a central burglary bureau 
for the physical inspection of premises 
and the co-ordination of related informa- 
tion was stressed. Activity of this kind 
can properly come from within the insur- 
ance business. If the public sees insur- 
ance companies not only benefiting them- 
selves, but aiding in protecting its mem- 
bers from the criminal element and help- 
ing to secure the punishment of the guilty, 
a long step will have been taken in dis- 
pelling some of the distrust with which 
insurance has to contend. 





HE laying of the cornerstone of the 

huge new home office building of the 
New York Life Insurance Company, 
which is being constructed upon the for- 
mer site of Madison Square Garden, 
brought excellent publicity to that great 
institution of the life insurance busi- 
ness. The affair, in one specific instance 
at least, was made the occasion for a very 
fine piece of publicity for the institution 
of life insurance as a whole. The New 
York Times, on Friday last, published the 
following editorial under the caption, 


“Life Insurance”: 

Laying the cornerstone to-day of a monu- 
mental building uptown for one of the great 
insurance companies suggests in an impressive 
way the increasingly important part which life 
insurance has among the social and financial 
forces in modern life. President Kingsley, in 
an address before the International Association 
of Life Underwirters last year, spoke of life 
insurance as being as inherent in the program 
of a free self-governing people as sound morals 
and wise laws and as necessary as research in 
pure science. It puts the emphasis upon life and 
upon those relations which are not only per- 
sonal but also basic to society. It prolongs the 
economic life of the individual and helps him to 
meet family obligations which he has freely as- 
sumed, and also to keep the contract that he has 
incidentally made with society. 

Man has extended his business relations 
beyond the brief span of his years by incorporat- 
ing himself. He has often prolonged his in- 
fluence through generations by associating him- 
self with an institution. But through life 
insurance he “overleaps the barriers of disabil- 
ity and death” and gives his personality longer 


a 


J 


than natural life in its more intimate relations 
of human affection here on the earth without 
impairing the hopes of immortality beyond. It 
helps effectively “to relate the brief life of the 
individual to the continuing life of the race and 
rob the grave of its complete victory.” 

With assets of $12,400,000,000 and outstand- 
ing risks of $76,000,000,000, for which actuarial 
provision has been made, the life insurance com- 
panies of the United States and Canada be- 
come together a majestic monument to the 
thrift, providence and family devotion of mil- 
lions upon millions, “towering above all cus- 
tomary human memorials.” It is a monument 
of help and hope for the living which the dead 
have erected rather than a monument of sorrow 
for the dead which the living have raised. It 
is also a dynamic means in itself which “exalts 
life and defeats death,” by making death con- 
tribute to life. So the laying of the cornerstone 
of this new home of the New York Life Insur- 
ance Company is an added word of prophecy 
that those who are dearer to man than life it- 
self will be assured of a less anxious pursuit of 
happiness while on earth. 


ELIEVING the situation in regard 

to the practice of negligence law 
throughout the land, and particularly in 
New York city, constitutes a serious 
menace to the best interests of trust- 
worthy insurance, THE SpeEcTATOR pub- 
lishes in this issue an enlightening article 
on this subject by Joseph C. H. Flynn, 
deputy attorney general of the State of 
New York. 

Mr. Flynn has had a very active career 
in New York city and is thoroughly ac- 
quainted with conditions there. He was 
secretary to Supreme Court Justice Fabor 
before enlisting in the Army, and since 
the close of the World War has repre- 
sented a Brooklyn district in the New 
York Legislature. Assigned some two 
and a half years ago by Attorney General 
Ottinger to the law work of the State 
Insurance Department, Mr. Flynn has 
quietly, but with the highest efficiency, 
served his State in this capacity. His 
work has the unqualified endorsement of 
Superintendent James A. Beha, who de- 
clares him to be one of the most compe- 
tent men in the State service. To a re- 
markable degree, Mr. Flynn holds the 
confidence and esteem of the memers of 
the higher judiciary and, in consequence, 
his views on the subject of negligence are 
authoritative and of unusual interest. 

Tue SPEcTAToR accords Mr. Flynn a 
medium for expressing his views with the 
hope that insurance companies and offi- 
cials will be provoked to serious thought 
about the problem, and to action for re- 
form. 
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PENN MUTUAL MEETING 
William A. Law Outlines Program of 
Expansion 

PHILADELPHIA, PENNA., June 16.—The eigh- 
tieth annual convention of the Penn Mutual 
Life Insurance Company was an affair worthy 
of attendance insofar as it was broad in scope, 
educational in every respect and reserved in 
those places where company enthusiasm might 
be expected. 

Opening Monday, June 13, with the forty- 
fourth annual meeting of the Penn Mutual 
Agency Association, fully 500 of the field force 
of the company from all parts of the country, 
heard selling talks by such outstanding under- 
writers as Hugh D. Hart, of Hart & Eubank, 
shortly to become vice-president of the Penn 
Mutual, Thomas M. Scott, one of the company’s 
biggest producers, and Ben F. Martin, from 
the Far West, and others, while Walter C. Hill, 
vice-president of the Retail Credit Company, 
gave the agents some ideas on inspection reports, 
and J. H. Jefferies, pictured the company’s 
home office work. William A. Law, president, 
and William H. Kingsley, vice-president, both 
spoke from the executive standpoint, so that, 
with the full day of discussion on Wednesday, 
during which there were no papers read but 
informal talks given from the floor by agents 
under the direction of J. Elliott Hall, no phase 
of life insurance service and sales was over- 
looked. 

In his opening address to the gathering, Wil- 
liam A. Law, pointed out that the election of 
Mr. Hart to the vice-presidency in charge of 
agency work was necessary because of the ex- 
pansion program in prospect. 

“The company has approximately $173,000,- 
000 in mortgages to care for,” Mr. Law said. 
“We will have to build a large new office build- 
ing to house our growing staff within the near 
future, and we have every intention of doing 
larger and larger underwriting. With all this 
in mind we needed a big man to care for the 
agency problems, and we selected Mr. Hart after 
a long search.” 


4Etna’s Scranton Appointments 

Hartrorp, Conn., June 17.—Appointment of 
two general agents to represent the Attna Life 
and affiliated companies in Scranton, Penna., 
as successors to Roscoe H. Keffer, was an- 
nounced to-day by Vice-President Kendrick A. 
Luther of the life department and by Vice- 
President William L. Mooney, head of the 
casualty agency department. 

Mr. Keffer, who has been general agerit 
at Scranton since 1911, has accepted appoint- 
ment as life department general agent in a new 
office which the company will establish in the 
Transportation building at 225 Broadway, New 
York city. 

Under the new plan for the administration of 
the A&tna Life and affiliated companies’ inter- 
ests at Scranton, Robert H. Miller, who has 
been assistant general agent since 1922, will take 
over the life department general agency, and 
William F. Wingett, field supervisor, who has 
been identified with the casualty agency depart- 
ment for the past ten years, will become gen- 
eral agent for the casualty and fire lines. 


American Bankers Plan Meeting 
Cuicaoo, Int., June 20.—Plans now are com- 
plete for the industrial managers’ conference 
of the American Bankers Insurance Company 
to be held June 23 to 25 at the executive offices 
at Jacksonville, according to F. H. Rowe, presi- 
dent. 


The meeting will be attended by representa- 
tives from all parts of the country. A feature 
will be the celebration of the company’s twen- 
tieth anniversary. Included among special guests 
are: George Huskinson, insurance commis- 
sioner of Illinois; Mark T. McKee of Detroit, 
vice-president of the Short Line Railway As- 
sociation, and J. B. Sackett of Los Angeles, an 
authority on health and accident insurance. 


Discontinues Practice of Holding Policies 
Pledged for Loans 

The Mutual Life Insurance Company of New 
York announces that it has discontinued the 
practice of retaining policies pledged for loans 
it makes under them. Hereafter policies upon 
which loans are granted will be-endorsed in the 
home office to record assignment of the policy 
and will then be returned to the policyholder. A 
new form of note is required. 

No present policy loans will be disturbed, but 
when additional loans are made on the new 
form of note policies will be returned. 

If a policyholder now having a loan on his 
policy desires to do so, he may substitute a 
new note for the existing note and receive his 


policy. 








selves of tt. 








A FAIR QUESTION! 


Here is a question all insurance salesmen 
may put to a hesitant prospect. 


“Tf it is consistent to acquire full protec- 
tion for your business holdings, your 
motor car and your real estate, is it 
not wise to fully insure your most preci- 
ous possessions—your wife and chil- 
dren—against distress which would 
follow your death?” 


The Prudential has a policy to meet every 
Requirement of the Family Man, and an 
efficient Ordinary Organization, func- 
tioning in all large Cities, 1s ready to 
serve Brokers who desire to avail them- 


Insurance Company of America 
Epwarb D. DurFiKup, President 
Home Office, Newark, New Jersey 


The Prudential 
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SALES BUREAU MEETING 





Advertising and Agency Conservation 
Discussed 





RADIO BRINGS BIG RESULTS 





Methods of Keeping in Touch With Old 
Policyholders—Lapsed Policyholders 
Not Knockers 


Toronto, CAn., June 16.—That life insurance 
companies have attained a degree of co-opera- 
tion among themselves that can be equaled in 
few other lines of human endeavor was exem- 
plified to an extraordinary degree at the fifth 
spring conference of the Life Insurance Sales 
Research Bureau concluded yesterday at the 
King Edward hotel here. One representative 
likened the meeting to a religious experience 
meeting—and in some respects the simile was apt, 
though, as a matter of fact, business was very 
strictly adhered to and the absence of any set 
papers reduced the program to solid “meat.” 
The likeness to an experience meeting was 
found in the fact that everybody spoke directly, 
frankly and for the benefit of the common 
cause. 

Few of the speakers indeed did not reveal 
something which would be a profitable sugges- 
tion to some competitor company present. The 
aggregate benefit accruing to the business as a 
whole from such candor must be tremendous, 
but in what other line are trade secrets shared 
in this way? 

Some concrete results of advertising direct 
by mail were recorded by Stephen Ireland, su- 
perintendent of agents of the State Mutual 
Life, who said that it was estimated that the 
work of the conservation department of his 
company, in which direct mail advertising plays 
a dominant part, has netted agents an average 
of $300 to $400 a year in renewal commissions. 
By the extensive use of the mails the company’s 
lapse ratio has been brought down to 7.7 per 
cent and, Mr. Ireland believes, it can be reduced, 
to an even lower point. The State Mutual has 
used the mails to secure reinstatement of lapsed 
policies, he said. The average cost was $10.50 
per policy reinstated. The policies averaged 
$4000. The cost of the medical examination 
was included in this cost. 

OQ. B. Jackman of the Bankers Life of Des 
Moines, Ia., has had a more extensive experi- 
ence than any other representative who spoke 
on the use of radio in advertising life insurance. 
The Bankers Life have operated their own 
broadcasting station for some years and their 
experience, Mr. Jackson said, has on the whole 
been a satisfactory one. On one occasion, he 
said, they received 15,000 telegrams and 20,000 
letters in response to a single broadcast. 

A discussion of the use of billboards for ad- 
vertising life insurance brought forth some in- 
(Concluded on page 27) 


A. H. RODES DEAD 
President of Two-Republics Life Succumbs 
to Sudden Heart Attack 

Allen Higgins Rodes, president of the Two- 
Republics Life Insurance Company, of El Paso, 
Tex., died suddenly as a result of heart attack 
suffered while attending a Shriners’ convention 
at Atlantic City. Mr. Rodes was Potentate of 
the El Maida Temple, in El Paso. 

Mr. Rodes had been president of the Two- 
Republics Life since 1915 and was previously 
a general agent of the company. He was born 
January 19, 1884 at Lexington, Ky., and re- 
ceived his preliminary education in the high 
school there. Later he graduated from the 
University of Kentucky. 

Mr. Rodes was a member of the Sons of the 
American Revolution, Old Colony Club, Sigma 


—<$—— 





ALLEN H. Ropes 


Chi Fraternity, and El Paso Rotary Club. He 
was a Shriner and, in 1923 was president of 
the Texas Life Convention. 

Mr. Rodes leaves a wife in El Paso and a 
mother in Lexington, Ky. The body was sent 
to El Paso for burial. 


Scope of Actuarial Congress 
(Concluded from page 3) 
of last November when the important resolu- 
tion was taken to hold the Congress in Lon- 
don the following June. 

One great achievement of the Congress in the 
past has been the adoption of a uniform nota- 
tion among actuarial bodies. As a result, even 
without a knowledge of the language in which 
an original contribution is written, the mathe- 
matical basis may be understood by all. An- 
other advantage of the international circulation 
of knowledge is the increase in sources of statis- 
tical data available. A social experiment in 
one country is now made for the benefit of all, 
and actuaries by their knowledge of the finan- 
cial cost to others of various forms of social 
insurance, are able to bring a sane opinion to 
bear on projected schemes in their own. 
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LAYS CORNERSTONE 


New York Life’s Huge Building 
Officially Started 








DARWIN P. KINGSLEY PRESIDES 





Function Attended by Prominent Life In- 
surance and Business Men—James A. 
Beha a Speaker 


The huge new home office of the New York 
Life Insurance Company got its official start 
in life on Friday of last week, when President 
Darwin P. Kingsley, of the company, laid the 
cornerstone amid a distinguished gathering and 
with appropriate ceremony. The event was at- 
tended by a number of prominent life insur- 
ance officials, business men, and a delegation 
of leading agents of the company. The date 
marked the twentieth anniversary of the ad- 
ministration of President Kingsley. 

The site of the old Madison Square Garden 
is now completely obliterated by a mighty net- 
work of steel which forms the outline of the 
new home of the New York Life. The huge 
mass of granite which is the cornerstone was 
brought quietly to rest at the corner of Fourth 
avenue and Twenty-sixth street. The actual 
laying was preceded by speeches by President 
Kingsley and James A. Beha, Superintendent 
of Insurance of New York State. The cere- 
mony occurred at 12 noon. 

President Kingsley, in his address, reviewed 
first the history of cornerstone laying cere- 
monies, next the history of the New York Life 
Insurance Company, and finally he compared 
its beginnings with its present-day development 
and ventured a few words concerning the future 
of life insurance. In this portion of his ad- 
dress he remarked that: 


In the eighty-two years since the company 
began business and in the seventy-eight years 
since it was named New York Life Insurance 
Company there have been vast changes in New 
York and in the world, vast changes in trans- 
portation and communication, vast changes in 
education and religions, but while the form of 
many governments has changed recently, the 
substance of society and government has not 
changed much and it can almost be said that 
human nature has not changed at all. It is not 
illogical for us nevertheless to believe that we 
are now on the verge of great changes. The 
world stands on tiptoe. In productive power 
men in this country at least have become almost 
demi-gods. They have harnessed the forces 
of nature, transformed them into power, and 
have applied that power to doing the work of 
the world. We have entered, as yet uncertainly, 
into a puzzling world, where mysterious waves, 
conveying messages, pass through solid walls 
in contempt of the laws of matter. Only four 
weeks ago Captain Charles A. Lindbergh, an 
American boy of twenty-five, flew from New 
York to Paris in thirty-three and a half hours. 
Two weeks ago another American plane, carry- 
ing two men, flew from New York almost to 
Berlin, 3900 miles. How completely a man 


(Concluded on page 13) 
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The Suicide Record for 1926 


By Frepertck L. HorrmMan, LL.D. 


Consulting Statistician, Prudential Insurance Company of America 


UICIDES during 1926, in proportion to 

the population, showed a slight but sug- 

gestive increase, equivalent to about 0.8 
per 100,000 of population. This estimate is 
based on the preliminary records of 120 Ameri- 
can cities with an approximate population of 
32,000,000. These cities in 1926 had a rate of 
15.9 per 100,000 of population, against a rate 
of 15.1 for the year 1925. Considering the vast 
population of the country, the suicide rate has 
reached fairly stable proportions. It would re- 
quire quite extraordinary circumstances, social 
and economic, to affect the rate violently one 
way or the other. This is particularly evident 
in the recent interest in suicides of college stu- 
dents, as to which many erroneous views have 
been advanced. Under normal conditions, we 
have about 300 deaths from suicide at ages 15- 
19 and it is very doubtful whether during the 
present year this number has materially in- 
I—SUICIDES IN AMERICAN CITIES—1900-1926 





Death 
No. of Popula- Rate per 
Year Cities tion Suicides 100,000 

i COE 100 16,522,918 2,590 15.4 
| ae 100 17,378,867 2,703 15.6 
an SS 100 17,934,812 2,988 16.7 
See 100 18,490,757 3,335 18.0 
Sere 100 39,045,700 3,560 18.7 
a OE ee 00 19,602,647 3,560 18.2 
ae 100 20,158,392 3,394 16.8 
a 100 20,714,536 3,886 18.8 
SER is Saino 100 21,270,481 4,564 21.5 
Le 100 21,826,426 4,447 20.4 
RS hasta c0i44 100 22,383,297 4,377 19.6 
|) Sea 100 22,904,660 4,674 20.4 
a ere 100 23,417,106 4,554 19.4 
era 100 23,948,530 4,710 19.7 
ae 100 24,471,9 5,106 20.9 
Se 100 24,994,5 5,209 20.8 
See 100 25,516,735 4,592 18.0 
a 100 26,039,139 4,358 16.7 
Lt ae 100 26,561,545 3,870 14.6 
i. Sate 100 27,083,949 3,875 14.3 
Ee 100 27 605,966 3,399 12.3 
| ae 95 27,677,955 4,323 15.7 
. are 80 24,766,413 2.772 15.2 
a 80 25,210,996 3,827 18.2 
Co ee 80 28,151,402 4,305 15.3 
Sa 75 2” ANAT 4,282 15.6 
| ee 82 29,437,892 4,796 16.3 


creased. The simple fact is that the subject 
has attracted more public attention than in the 
past and that every student suicide has been 
given wide publicity. That, of course, is by 
no means undesirable, for the subject is one 
demanding constant public consideration. 

For the country as a whole, the suicide rate, 
according to the Division of Vital Statistics 
for 1925 was 12.1 per 1000. Making due allow- 
ance for the non-registration area and for errv 
neous reports, it is a safe assumption that the 
probable number of suicides in this country an- 
nually is about 15,000. That, of course, if an 
appalling loss of life considering the fact that 
every suicide is self-inflicted. Something must 
be radically wrong with our civilization that 
so vast an army of men and women, young and 
old, rich and poor, white and black, should find 
the conditions of existence intolerable. 

From the insurance point of view, suicide 
assumes more and more serious significance. 
To an increasing extent, suicides in adult life 
represent persons who often carry substantial 
amounts of insurance, the premature payment 
of which represents a serious loss to the affected 
policyholders. The question naturally arises 


whether any considerable number of such sui- 
cides could be prevented. In the light of my 
own extended investigations over many years, 
I am absolutely satisfied that this would not 
be impossible. The Save-A-Life League in 
New York has for many years carried on use- 
ful activities, which, to my personal knowledge 
in a measurable number of cases, have resulted 
in now and then preventing self-destruction. 
But no mere platitudes or commonplace philos- 
ophy will solve the problem. It is certainly 
significant that in many cases the intent of 
suicide has been clearly and often frequently 


cide seriously that many such cases are not pre- 
vented. 

The suicide rate during 1926 increased in 62 
cities out of the 120 cities available for review. 
The highest suicide rate for the year was for 
Sacremento, Calif., or 46.3 per 100,000, fol- 
lowed by a rate of 41.8 for San Diego, Calif. 
Other cities with comparatively high rates for 
the year are Atlantic City with a rate of 35.3, 
Dallas, Tex., 25.1; Denver, Colo., 25.6; Spo- 
kane, Wash., 26.6; Seattle, Wash., 22.8; Tampa, 
Fla., 22.5, ard Los Angeles, Calif., 21.6. Sui- 
cides occurred during the year in all the 120 














indicated. It is by not taking threats of sui- (Concluded on page 32) 
II—SUICIDES IN 120 AMERICAN CITIES 
—_——_——_— -1925-_—_—_—_—_—— 1926. 

Adee ON.) 5. cscs wows wieeee 222,24) 31 13.9 225,000 32 14.2+ 
pCR, ee ree cranee 117,820 12 10.2 119,000 7 5.9 
AUCOOIGS PS... 5.0:5.s.0:0< wile ameter 66,148 2 3.0 67,000 5 7.5+ 
Attantic City, Ni. Fic sass co assis 53,287 13 24.4 53,890 19 35.3+ 
Deters, DEA oc ewaeeccas 796,296 96 12.1 898,000 110 13.6+ 
Baynune, N:. Foss sc cea ieee 88,767 2 2.3 91,000 2 a2 
Betikeley, Catt ti 5s. 6 cd secs 66,209 9 13.6 67,800 7 10.3 
BIMGRAMEO Ice ocs3s 0 6-s:0'210:0 00 71,915 10 13.9 72,900 10 13.7 
Birsnisighow AWG. o5405. 0 cicwee 205,670 28 13.6 211,000 34 16.1+ 
BROGSOE: DUE ia sais Sots cele 779,620 PERE 14.2 737,090 105 13.3 
Bridgeport, COUR... 2 vive cccccse 151,010 21 13.9 152,500 20 13.1 
Brooklyse i. Ws <¥.0165s:ss 0.000055 2,203,235 234 194 2,249,000 216 9.6 
Brockton, Mass.......2..e+0. > 71,536 9.8 72,495 5 6.9 
Buffala, WF ss ocaiee bisweniean-s 538,016 49 9.1 514,900 81 14.9+ 
Cam@ee iat ..+ o<aess 300605016 128,642 12 ES 131,000 14 10.7+ 
Carita et oo cinoa as 0d 0’ 106,260 12 11.3 110,000 14 12.7+ 
Cedar RagnG6 98 sc. 6 6 c:a5es 6c 50,561 10 19.8 52,100 10 19.2 
6) ea re 47,247 2 4.2 48,200 4 8.3+ 
ABCA Bs 0 a 4 os ee hese os 2,995,239 430 14.4 3,048,000 493 16.2+ 
Citi vicv oes 3 4ialdiso 409,333 7 18.1 411,000 84 20.4+ 
Cle GRIN ov vicie's 64.0 <seste 6 0 936,485 138 14.7 950,000 146 15.2+ 
Columbia 5cis nesceesie ss 279,836 25 10.0 235,000 48 16.8+ 
Pontes CRORES sisjasa Rass e'era was 0:6 194,450 36 18.5 293,000 51 25.1+ 
Da Vt; Tio. s ins WA ws tens s sine 172,942 25 14.5 177,000 20 11.3 
Denvek; GGG. tere sins onic ow a'satos 280,911 81 28.8 235,000 73 25.6 
Des Molten, 16.....00c0.0ccss css 141,441 25 7 7 146,000 21 14.4 
Dreteak’, NERC Sn aici scelee'ens 1,242,044 157 12.6 1,299,000 194 15.0+ 
Hizabets, Ni Fics cesvesiccace< 109,298 5 46 112,000 12 10.7+ 
Tl Mase, Tek oss wn wownie Pact 104,929 18 a7..2 199,000 24 22.0+ 
SSE s Seer rei ee 121,627 13 10.7 125,263 25 20 .0+ 
Pall River; Maes «occ 63058 s'0.0 « 128,993 11 8.5 131,000 9 6.9 
Poct Wayne, End 5.36. sie:e0ce0 32 97,846 18 18.4 99,900 14 14.0 
Ore WORK, TOK... 500.0505 50:0 154,847 28 S-7 159,000 15 9.4 
Gloucester, Mass........ces0.. 22,947 7 30.5 22,947 2 8.7 
Grand Rapids, Mich........... 153,698 17 hor 156,000 18 11.5 
Hamtramck, Mich............. 81,731 2 2.4 87,800 6 6.8+ 
TIRES OEE. BG. «605 2 5:5.05:50 00.00 83,422 11 13.2 84,600 10 11.8 
Hartford, Conn........0...005 160,197 12 7.5 164,000 18 11.04 
Ce 59,415 11 18.5 60,421 7 11.6 
PROUGEI, Pe Fo iicc cc cvccsscese 69,696 8 11.5 70,000 8 11.4 
Houston, Texas. ........-ss005 236,381 31 13.1 256,000 40 15.64 
Indiantpolis, Ind. ...... ....02.00s% 358,819 63 17.6 367,000 45 13.3 
Pe ne ees 57,972 9 15.5 59,700 5 8.4 
jPod Oe at. A Ree eee 315,280 26 8.2 318,090 35 11.0 
Ralamatoc, Mich... <5)... .0. 53,613 Z 13.1 54,500 8 14.7+ 
Raised City, BaD... co sce sss 116,053 16 138 117,000 18 15.44 
Beipewe POG. 6.006% tes o0se 95,464 7 ae 98,800 12 12.14 
| |S Reon 70,753 4 5.7 73,200 6 8.2+ 
Lawrence, Mass.........+++++- 93,527 10 10.7 93,500 15 16.0+ 
AeACONe PUN. soos 5. sos <e 60,941 6 9.8 62,000 7 11.34 
ee Le | a ee 91,182 7 18.6 97,700 16 16.4 
106 Angeles, Calif... ...s.cs00s 1,222,500 261 21.3 1,300,000 281 21.6+ 
Vid IIE ooo a5 '6 6 8 cra Bs wie 110,296 6 5.4 114,000 9 7.9+ 
Tat MEM sc cisis este cre sig yw ehoreiniee 103,081 12 11.6 104,000 1 13.5+ 
MBCORIORS oir cies ccc es cece 58,237 7 12.0 59,200 4 6.8 
REAPER MON. 5 o.5-6 045 ss cin 51,789 4 q:.F 52,400 ° 3.8 
Manchester, N. H.........---+ 83,097 1 129 84,000 B 7.1+ 
Manhattan, Bronx............- 2,817 197 575 20.4 2,777,000 57 20.8+ 
eS A OS eo 174,533 27 15.5 177,000 28 15.8+ 
Milwaukee, Wis............--- 509,192 81 15.9 517,900 99 19.1+ 
Minneapolis, Minn..........-- 425,435 106 24.9 434,000 91 21.0 
ES See SS ae eae 65,955 6 9.1 66,800 2 3.0 
Nashville, Tenn............... 136,220 21 15.4 137,000 15 10.9 
NS 28: he eee ere 452,513 54 11.9 459,000 65 14.2+ 
New Bedford, Mass............ 135,129 12 8.9 137,659 i 51 
New Britain, Conn............ 68,039 1 1.5 69,600 7 10.1+ 
New Haven, Conn............. 178,927 16 8.9 182,000 29 11.0+ 
New Gblenns La. 26s ssis6.60 cscs 414,493 65 15.7 419,000 74 17.7+ 
pO A ae OE eer 32,016 3 9.4 32,336 2 6.2 
Newton, Maes... .....cc0ssccece 53,003 9 17.0 54,709 3 5.5 
Niagara Falls, N. Y.........+. 57,033 9 15.8 58,300 6 10.3 
IUGETUEE, Uc ncrccccnpesecocess 169,121 14 8.3 174,000 12 6.9 
Tees S| SO eee 253,700 68 26.8 261,099 61 23.4 
eo Se et Se ee 35,379 1 2.8 35,800 6 16.8+ 
Pasadena, Calif..........-.00- 56,732 11 19 4 58,490 13 22 3+ 
a A oer me 68,979 13 18.8 69,900 11.4 

po fn. the Fea re ene 141,695 17 12.0 143,000 24 16.8+ 
Weber Wisin ca ps hacic woes 35,712 3 8.4 36,490 3.7 
Philadelphia, Pa............... 1,979,364 247 12.5 2,008,000 302 15.0+ 
Pittsburgh, Pa... sccseccccvees 631,563 94 14.9 637,000 87 13.7 
PPC, BEE oo n6 sss caderesis 75,333 15 19.9 76,400 9 11.8 
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RULES ON DISABILITY PREMIUMS 
New York Superintendent Makes It Neces- 
sary to Show Extra Premiums on First 
Page of Policy 

James A. Beha, Superintendent of Insurance 
of New York, has issued a ruling, under date 
of June 17, by which he makes it necessary for 
life insurance companies to state the extra pre- 
mium for total and permanent disability and 
accidental death benefits on the first page of 
their policy contract. The ruling. reads as 
follows: 

This will refer to my circular letter of May 
25, 1927, in which I called attention to the 
previous ruling of this department to the effect 
that premiums charged for total and perma- 
nent disability and accidental death benefits in- 
cluded in life policies must be stated separately 
in the contracts, and in which I also outlined 
a contemplated ruling on the above subject. 
After giving the matter further careful con- 
sideration I have reached the following deci- 
sion. 

I will not approve, on or after June 30, 1927, 
any form of life insurance policy containing 
provisions for total and permanent disability or 
accidental death benefits unless the form con- 
tains on the first page (or on the page where 
a statement of the total premium for the con- 
tract first appears) a statement showing sepa- 
rately the amount of the extra premium charged 
for total and permanent disability and for ac- 
cidental death benefits; such extra premium to 
be stated in the text of the policy in connection 
with the total premium for the contract or to 
be shown by an index on the left hand margin 
of the page. In lieu of this requirement it will 
be acceptable for a company to place a nota- 
tion in the text in connection with the total 
premium for the contract, or at the foot of the 
first page, stating the page where the extra 
premium for total and permanent disability 
benefits and for accidental death benefits can 
be found. 

In the case of policies where the disability or 
accidental death benefits are added by means of 
riders the statement of the extra premiums in 
the riders will be sufficient. 

For the present, this ruling will not be made 
applicable to industrial life insurance policies. 

Any policy form heretofore approved which 
does not comply with the above ruling cannot be 
issued or delivered in this State after Decem- 
ber 31, 1927. 


Philadelphia Life Underwriters Elect 

PHILADELPHIA, PENNA., June 17.—Niels M. 
Olsen, superintendent of the John Hancock Mu- 
tual Life, was elected president of the Philadel- 
phia Association of Life Underwriters at the 
annual meeting held here last night. 

Other officers elected include, first vice-pres- 
ident, David W. Donley, Travelers; second 
vice-president, Thomas M. Scott, Penn Mutual, 
treasurer, Henry Ross, Philadelphia Life. Di- 
tectors elected for the next three years are: 
Franklin L. Bettger, Fidelity ; James O. Jensen, 
Etna; William R. Robinson, Missouri State 
Life; Herman Rosenberger, Metropolitan, and 
J. Elerick Willing State Mutual. 


William Montgomery Back at Work 

Wasuincton, D. C., June 18.—William 
Montgomery, president of the Acacia Mutual 
Life Association, is at his desk to-day follow- 
ing a two-months’ trip to Europe. Mr. and 
Mrs. Montgomery visited Ireland, the country 
of his birth, England, France, Italy and Swit- 
zerland. 





JAMES H. REED DEAD 


President of Reliance Life II] for Two 
Weeks 








WAS NOTED LAWYER AND FINANCIER 





Organized and Headed Many Institutions, 
Including the Reliance Life—Was 
Associate of Andrew Carnegie 

Judge James Hay Reed, president of the Re- 
liance Life Insurance Company, and counted 
among the greatest lawyers, financiers and phil- 
anthropists of the United States, died shortly 
before six o'clock last Friday evening at his 
home in Pittsburgh. He had been ill about two 
weeks, but had previously attended his manifold 
business duties daily despite his nearly 74 years 
of age. 

Judge Reed outlived or outworked most of 
the group of noted financiers and statesmen 
with whom he was associated during his life- 
time. He started his career as law partner of 
Philander C. Knox, former Secretary of State, 
and whose career was interrupted by his death 
while he was serving as United States Senator 
from Pennsylvania. For many years he was 
closely associated with Andrew Carnegie. He 
organized and was a director of many great 
corporations and industries. He was active in 
a long list of private and public benefactions, 
particularly in the philanthropic work of An- 
drew Carnegie. Judge Reed was one of the 
organizers of the Reliance Life and has been 
its president since organization. 

James Hay Reed was born in Pittsburgh, 
September 10, 1853. He was educated at the 
University of Pittsburgh and studied law in 
the office of his uncle, David Reed, then one of 
the leading lawyers of Pennsylvania. He was 
admitted to the bar in 1875 and shortly there- 
after, with Philander C. Knox, he formed the 
law firm of Knox & Reed. With great reluct- 
ance he served as judge in the United States 
District Court for Western Pennsylvania, re- 
signing within a year. The firm of Knox & 
Reed was dissolved when Mr. Knox became 
Secretary of State under President McKinley 
and Judge Reed became senior partner in the 
firm of Reed, Smith, Shaw & Beal. The firm 
is now known as Reed, Smith, Shaw & McClay. 
One of its members is United States Senator 
David A. Reed, son of Judge Reed. 

Judge Reed was prominently connected with 
the formation of the United States Steel Cor- 
poration, having been advisor and general coun- 
sel for the Carnegie Steel Company for many 
years. With the formation of the new com- 
pany, he became a director. He was closely asso- 
ciated with the organization of the Philadelphia 
Company, and was its president until 1919 when 
he retired to become senior vice-president and 
a director. He was active in the organization 
of the Pittsburgh, Bessemer & Lake Erie Rail- 
road Company and had been its president from 
inception. He was for many years vice-presi- 

dent and general counsel of the Pittsburgh & 
Lake Erie Railroad Company. His other con- 
nections included: President and director, Union 
Railroad Company; chairman of the Farmers 
Deposit National Bank; director, Farmers De- 
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posit Savings Bank; director, Fidelity Title 
& Trust Company, director, Gulf Oil Company. 
His educational and philanthropic connections 


included: Founder and president, Pittsburgh 
Skin and Cancer Foundation; director, Western 
Pennsylvania Hospital; treasurer and trustee, 
Carnegie Institute, Carnegie Institute of Tech- 
nology, Carnegie Library, and the Carnegie 
Hero Fund Commission; vice-president and di 
rector, United States Steel Pension Fund. 

He was a member of the Oakmont Country 
Club, Allegheny Country Club, Fox Chapel 
Golf Club, Longue Vue Club, Duquesne Club 
of Pittsburgh, Union League Club of Philadel- 
phia, and the University and Lawyers’ Clubs 
of New York. He was also a member of the 
Pittsburgh Art Society and the Academy of 
Science of Pittsburgh. He was a member of 
the Shadyside Presbyterian Church and for 
many years was chairman of its board of 
trustees. He received the honorary degree of 
LL.D. from Princeton University ir. 1902 and 
from the University of Pittsburgh in 1919. 

Judge Reed brought the Reliance Life Insur- 
ance Company up to one of the great life in- 
surance institutions of the country. It was suc- 
cessful from the start and has shown marked 
growth, particularly during the past five years. 
The company’s executive staff has always been 
of a high order. 

Judge Reed is survived by his wife, Kate J. 
Aiken, and their three children, Senator Reed, 
James A. Reed, Jr., and Mrs. Katherine Frasier. 
He is also survived by a brother, J. A. Reed, 
and a sister, Mrs. David A. Hengst. 


3 Per Cent More New Life Insurance Dur- 
ing First Five Months of 1927 


The production of new life insurance by 
United States companies was 3.0 per cent 
greater during the first five months of this year - 
than during the corresponding period of 1926. 
This five-month increase is shown despite a de- 
crease of 7/10 of one per cent in the amount 
of new business paid for during May of this 
year. These facts are shown in a statement 
forwarded, late this afternoon, by the Associa- 
tion of Life Insurance Presidents to the United 
States Department of Commerce for publica- 
tion. 

For the five-month period, the total new 
business of all classes written by the 45 com- 
panies was $4,832,000,000, against $4,692,000,- 
000 during the same period of 1926—an in- 
crease of 3.0 per cent. New ordinary insurance 
amounted to $3,393,000,000, against $3,260,000,- 
000—a gain of 4.1 per cent. Industrial amounted 
to $1,103,000,000, against $1,083,000,000—an in- 
crease of 1.9 per cent. Group amounted to 
$336,000,000, against $349,000,000—a decrease 
of 3.6 per cent. 

For the month of May, the total new busi- 
ness of all classes was $987,000,000, against 
$994,000,000 during May of 1926—a decrease of 
7/10 of one per cent. New ordinary insurance 
amounted to $700,000,000, against $702,000,000— 
a decrease of 4/10 of one per cent. Industrial 
amounted to $241,000,000, against $235,000,000— 
an increase of 2.7 per cent. Group was $46,- 
000,000, against $57,000,000—a decrease of 19.1 
per cent. 
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R. R. Simmons Is Assistant Medical 
Director of Equitable of Iowa 


The Equitable Life Insurance Company of 
Iowa, Des Moines, announces the appointment 
of Dr. R. R. Simmons as assistant medical 
director of the company, who will be in special 
charge of the home office laboratory and the 
examiners throughout the field. 

Dr. Simmons received his Bachelor of Arts 
degree in 1912 and his Master of Arts degree 
in 1913 from the University of Missouri. The 


degree of Doctor of Medicine was received © 


from Syracuse University, Syracuse, N. Y. He 
was elected to the faculty of the medical school 
at the University of Missouri for a year, fol- 
lowing which he became associated with the 
famous Mayo Clinic. He served in the army 
for two years, one of which was spent over- 
seas. After the war he came to the Methodist 
Hospital in Des Moines as director of the 
medical laboratories which position he resigned 
to come with the company. 


Increases Limit of Policy Loans Through 
Local Managing Agencies 


The Mutual Life Insurance Company of New 
York announces that the limit of policy loans 
that may be made in its local managing agencies 
has been increased to $1000. 


The company has for a long time made loans 
through local managing agencies in order to 
make service to policyholders as speedy and 
convenient as possible, eliminating distance and 
home office routine steps. The former limit of 
locally made loans was $600. That limit was 
sufficiently large to make the practice of local 
procedure available in about 90 per cent of the 
policy loan cases. The present increase of limit 
is made in order to make the local practice— 
which has proved of great value both to agent 
and .to policyholder—still broader and cover 
practically all cases except those out of the 
usual run. 


Life Insurance Law Chart 

The forthcoming (1927) edition of the Life 
Insurance Law Chart will be of particular in- 
terest and service to life insurance companies 
and their officers or employees having to do 
with the compliance of such companies with the 
various State laws. The legislation of 1927 
has been so extensive that more than 60 changes 
have been made in items recorded in the Life 
Insurance Law Chart. All who are any way 
responsible for the filing of reports, payment 
of taxes, etc., for life insurance companies, 
should possess copies of this Chart, which also 
serves a useful purpose as a checking list to 
make sure that all requirements of the law 
have been complied with. It is published by 
The Spectator Company and sells at $4 per 
copy. 


Union National May Enter Two States 

It is probable that the Union National of 
St. Petersburg, Fla. will enter Georgia and 
North Carolina when it can arrange for suit- 
able representation. 
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NYLIC INCENTIVES and 


AIDS TO SUCCESS 




















..s NYLIC . CLUBS... 


THIRTY YEARS AGO the New York Life founded its 


D. S. O., the $200,000 CLUB, 


as an incentive to Distin- 


guished Service. It also provides every candidate with a 
definite, minimum, self-imposed task and yard-stick. 


and Quarterly business is credited $500 and $250, 


[ att insurance does not count. Semi-annual ] 


per $1000, only as each premium instalment is paid. 


Every year since its foundation this Club has played an important part in 


the growth of hundreds of earnest agents. 


lis greatest service has been to inspire average agents to 
reach, and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 
CLUB with a total paid production of over 312 Millions 
and 236 of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, requiring a mini- 
mum of $400,000, has recently been established. 


To those capable of still bigger things the TOP CLUB offers another 
incentive of LEADERSHIP with special honor-rewards of the Presidency, 
5 Vice-Presidencies-At-Large and 12 Departmental Vice-Presidencies for 


those who head the great list. 


Annual Educational Conferences for Club members furnish inspiration as 
well as practical sales-and-service information. 


Club membership helps the 
agent’s mental attitude and his 
professional equipment, while 

the larger production helps 
his pocket-book. 





Is it any wonder that, meas- 

ured by usual standards, 

Nylic agents are industrious, 

persistent, satisfied and 
happy? 


NEW YORK LIFE INSURANCE CO. 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY, President 








New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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INSURANCE TRUSTS 


New Book Fills Real Need of Life Insurance 
Men, Trust Officers, Attorneys and 
Policyholders 

The subject of life insurance trusts is more 
and more engaging the interest of life insurance 
men, attorneys, trust officers of banks and trust 
companies, as well as of policyholders who wish 
to assure the disposal of their life insurance 
estates in accordance with their expressed 
wishes. Insurance trusts have become the most 
significant and outstanding class of business in 
the fields of trust service and life insurance. 

Those who are concerned with this phase of 
life insurance will find, in the new book, entitled 
“Insurance Trusts,” a complete and comprehen- 
sive summary of all the various angles of such 
estate disposals. “Insurance Trusts” is written 
by C. Alison Scully, vice-president and trust of- 
ficer of the National Bank of Commerce in New 
York and a member of the Bar in the Empire 
State and in Philadelphia. The author is an 
expert who has made a dong study of the re- 
quirements of trust arrangements of all forms 
and has had years of practical experience in the 
handling and administration of funds under such 
agreements. In the book, “Insurance Trusts,” 
he has produced a volume which is a textbook 
on the subject and places ready information at 
the disposal of those interested and directs those 
who must deal with the topic in their business 
and professional lives to authoritative sources 
from which detailed technical data may be pro- 
cured. 

“Insurance Trusts,” going into all angles of 
the situation with regard to such agreements, 
fills a definite need on the part of life insurance 
agents, brokers, general agents and company de- 
partment heads and executives. It is, in addition, 
of practical value to trust officers of banks, to 
attorneys who are asked by their clients to draft 
insurance trust plans, and to those business and 
professional men who, either for themselves or 
others, desire accurate and readily digested in- 
formation with respect to life insurance trusts. 

Some idea of the broad scope and use of this 
new book may be gained from a consideration 
of the following chapter headings: Funded and 
Unfunded Trusts; Advantages of the Insurance 
Trust; Mutual Interests of Insurance Company 
and Trustee; Legal Aspects of the Insurance 
Trust; Matters Requiring Attention of Lawyer 
and Insurance Underwriter After the Trust 
Agreement Has Been Executed; The Insurance 
Trust and Its Effect on Taxes; and Specimen 
Form of Insurance Trust Agreements. The 
book also contains specimen forms for the un- 
funded insurance trust, revocable, and the 
funded insurance trust, irrevocable. Rules ap- 
plying to insurance trusts are fully discussed, 
and the validity of trusts and the points to be 
covered in the trust agreement are detailed. 

“Insurance Trusts” is a book which should 
be in the hands of all those who at any time 
may or do have dealings of one kind or another 
which involve such agreements. It describes 
the making and operation of trusts established 
by policyholders for the handling of proceeds 
of their life insurance with banks and trust com- 
panies as trustees. It forms a needed contribu- 
tion to insurance, legal and banking literature 
and may profitably be employed as a textbook 
in universities, colleges, financial and banking 
training courses and life insurance schools. The 


volume is attractively and durably bound in 
heavy cloth, is of handy size and may be ob- 
tained from The Spectator Company, sole sell- 
ing agents, at $3 per copy. 


Many Companies Using Institute Service 


The Life Extension Institute reports that the 
Missouri State Life Insurance Company of 
St. Louis, Mo., has been added to the list of 
companies offering their policyholders the In- 
stitute’s health examinations. The Missouri 
State Life will offer annual examinations to 
those policyholders carrying. $10,000 or more, 
beginning with the second premium payment. 

The Western and Southern Life Insurance 
Company of Cincinanti, which is also a sub- 
scriber to the Institute’s health examinations 
for policyholders, has recently taken over the 
Public Savings Insurance Company of Indian- 
apolis and the Western and Southern is to 
offer to the policyholders of that company the 


_health examinations of the Institute. 


The Na- 
tional Fidelity Life of Kansas City, Mo., has 
also been added to the list of companies offer- 
ing their policyholders the Institute’s examina- 
tion.s. 

“Forty-five insurance companies are now sub- 
scribers,” the Institute states. “Almost every 
leading authority in the medical world is now 
advocating the value of a periodic health 
examination as the best form of ‘living insur- 
ance’ that can be purchased. More than 40,000 
policyholders have applied to the Institute for 
its health examinations during the past three 
months. This is at the rate of over 200,000 
a year. 

“The experience of the companies having this 
service has shown a reduction of from 18 per 
cent to 28 per cent in mortality in the group 
examined. Over 9000 examining physicians are 
co-operating with the Institute in all parts of 
the United States and Canada in connection 
with its health examinations.” 





The Greatest Service 


A Life Insurance Company Can Render 


URING recent years the many new uses found for Life Insurance have so broadened the insurance 
field that Life Underwriting now plays a major role in all modern-day business activity. That 


the public appreciates these many new uses for Life Insurance 1s evidenced by the gigantic amount 


of new business written during the past decade. 


Yet, in the venturing of Life Insurance into new fields, 1t should never be forgotten that one service 


remains supreme in the public’s mind. That service 1s the prompt and certain payment of all policy benefits. 


It 1s this service which 1s the very cornerstone of the structure of public confidence in the Security Mutual 


Life Insurance Company. 


Upon the termination of a policy, Security Mutual pays—-and pays promptly. We appreciate that 


the time of decease is often the time of greatest need —and the trme when all untoward complica- 


tions are but an intrusion on sorrow. 


Security Mutual is proud of its record of prompt payments. It is one of the things which has helped 
to build the heartiest public confidence in this company. 


Security Mutual Life can make an unusually attractive offer to the man 
who 1s considering Life Insurance as a vocation. ( Choice terrstories are 
still available to life undzrwriters of proven ability. (We will gladly 
discuss these matters with you im person— or you can write for a copy of 
our new book, “A Frank Talk On Your Future” 
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A Peoria Life Agent’s Big Asset 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 
to say, ‘I am the Peoria Life Agent.” ‘Through its 
policy of ‘Service to Policyholders” the Peoria Life 
has built up a good will of incalculable value to its 
representatives. 


In every community where the Company operates, 
when people think of the Peoria Life, they re- 
member how promptly its death claims are always 
paid—how its agents have rendered every assist- 
ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
ome iets of proofs—often delivered before the 
uneral. 


The name of the Peoria Life suggests to the public 
the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual Health 
Examination. They think of its friendly, helpful 
attitude,—its Policyholders’ Bulletins and ‘‘Policy- 
holders’ Month.” 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious ‘Service 
to Policyholders” is one of the big assets of the 
Peoria Life agent. 


PEORIA LIFE INSURANCE COMPANY 
PEORIA, ILLINOIS 





You Who Seek Opportunity 


Opportunity exists always for those who 
seek success and satisfaction in life insurance 


field work. 
During 84 years the first American legal 


reserve mutual life insurance company has been 
served and built to greatness by men who found 
both success and satisfaction in so doing. 


This company writes all standard forms of 
insurance and annuities on both men and women. 


Age limits 10 to 70. 


These who contemplate life insurance 
field werk are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 
































2,500,000 
NEW PROSPECTS EACH YEAR 


That is approximately the number of newly born 
children arriving each year in the United States. 


Each child is a new prospect for the Juvenile Policy 
of The Lincoln National Life. 


The Lincoln National Life Juvenile Policy is written 
on the lives of children ages 1 day up to 14 years. The 
Payor insurance feature provides for waiver of further 
premiums in the event of the death or disability of the 


father. 


Lincoln National Life representatives always have a 
fertile field of prospects on which to work, for new ones 
are arriving each day in his community. 


‘G NK UP()wir T#e(() LINCOLN)) 
The Liacoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, END. 
More Than $480,000,000 in Force 























HORSE RACING 


The life underwriter probably cannot pick 
the Derby winner. If he does it’s just a good 
guess. 


But when he picks the International Life 
Insurance Company for his connection he has 
picked a winner— 


There’s no guesswork to it. 


The International Life furnishes a complete 
line of policy contracts which combined with 
Home Office aid and cooperation makes every 
International Life man a winner. 


A Company Willing to Pay the Price 
Required to Give Service 


INTERNATIONAL LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 


W. K. Whitfield, President David W. Hill, Vice-President 
W. F. Grantges, Vice=-Pres., and Gen’! Mgr. of Agents 
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POCKET REGISTER OF LIFE ASSOCIA- 
TIONS OUT 

Forty-Third Edition Presents Statistics of 
378 Organizations 


The Pocket Register of Life Associations 
for 1927, a publication which The Spectator 
Company has been issuing annually for forty- 
three years, is being received with wide favor 
by officials, agents and policyholders who have 
occasion to refer to the statistics of business 
life associations, stipulated premium companies 
and fraternal orders. This valuable reference 
work, of pocket size, presents statistics of 205 
life insurance associations in America, com- 
prising 142 fraternal societies, 28 business life 
associations and 3 stipulated premium companies. 

The tables show for five years the income, 
expenditures, financial condition and insurance 
account of all the organizations mentioned 
above. In addition, there is shown the death 
rate per $1000, mean insurance in force for 
each association listed. 


Under income is shown the net amount re- 
ceived from members, other receipts and total 
income including interest. Expenditures show 
the paid-for death claims, other payments to 
members, paid to agents and medical examiners, 
expenses of management and total disburse- 
ments. Total admitted assets and total liabili- 
ties are listed and under insurance account the 
number of certificates in force, the amount writ- 
ten and the amount in force is given. Other 
features of this publication include a list of 
State officials having authority in insurance 











First With American 
Men Table 


On Feb. 1, 1927, we began issuing policies 
and announced new rates based on the 
American Men’s Table. This table is 
admittedly the coming standard in life 
insurance. 


Illinois Bankers Life is in the fore with 
modern insurance development in rates, 
policy forms, agents’ contracts and sales 
helps. Its policies carry liberal paid-up 
and extended insurance and old age cash 
values, together with accident and dis- 
ability benefits and savings features. 


Write for open territory to 
Superintendent of Agents 


Illinois Bankers Life 
Association 


Monmouth 


Illinois 

















unlimited production. 
rights. 





Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








matters, a page of explanatory notes and a 
calendar on the back cover. 

The Pocket Register of Life Associations 
contains 40 pages and cover and in its statis- 
tics of 205 life associations the user will find 
in compact and readily available form the im- 
portant facts about these organizations which 
he will want to know. This comprehensive and 
compact publication sells at 75 cents in manila 
binding and $1.25 in flexible pocketbook. 


Lays Cornerstone 
(Concluded from page 7) _ 


would have been regarded either a lunatic or 
a fool who had prophesied such happenings 
even twenty-five years ago! 

The sociological experiment which has made 
it necessary to erect this building is revolution- 
izing society. We are apt to forget that. We 
are apt to forget that we are not just insuring 
people’s lives. We are apt to lack apprecia- 
tion of the fact that lives cannot be insured in 
a big way without reconstructing or substan- 
tially reconstructing the whole science of so- 
ciety, and that is what we are doing; that is 
what our contemporaries are doing, that is 
what our successors will go on doing. The 
real struggle, the struggle that scientists tell 
us has been going on for some sixteen million 
years, is how can man lift himself higher and 
higher and higher in the scale of being; how 
can he better prepare himself to meet that 
mysterious purpose which most men _ believe 
exists, but which men disagree over bitterly 
when they speculate abouit it philosophically 
or religiously? 

It would be as foolish to undertake to proph- 
esy to-day what life insurance will ultimately 
come to mean in society as it would have been 
for those original Commissioners eighty-six 
years ago to have written down in black and 
white what would finally happen to the Nauti- 
lus Insurance Company. If they had done that 
they would now be ridiculous. I shall not there- 
fore attempt any prophecy beyond expressing 
the general conviction that under this supreme 
purpose there is no limit to the development of 
the human race, and that the supreme purpose 
of life insurance is to advance that development. 
I do not undertake to say what man shall ulti- 
mately become, how he will ultimately live, nor 
what it all means. 

Superintendent Beha, in his address, gave 
high praise to the company and to the building 
which it is to occupy. He, of necessity, had 
given his approval to the plans long before the 
building was started. 

Cass Gilbert, the architect of the building, and 


Paul Starrett, the builder, were both present 
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together with their associates. A sizable dele- 
gation of prominent life insurance executives 
were also among the guests, as well as the 
entire executive staff of the New York Life. 

A contest lasting two months and resulting in 
$213,000,000 of new life insurance was arranged 
among the field force of the company and the 
winners were present as its guests. These in- 
cluded: William M. Harris, inspector, New 
York; William L. Royall, supervisor, New 
York; R. L. Campbell, agency director, Char- 
lotte, N. C.; M. F. Mulconery, agency director, 
Wichita, Kan., and the following agents: B. 
M. Noland, Asheville, N..C.; R. L. Manning, 
Los Angeles, Calif.; W. E. Reeve, New York; 
Jay H. Emerson, Chicago; John R. Hall, San 
Francisco; S. O. Hall, New York; A. H. Sisk, 
New Mexico; F. A. Wood, Los Angeles; A. J. 
Ehrman and J. H. Luboff, Chicago, and A. R. 
Daniels, Miami, Fla. Herman Bendiner, of 
Philadelphia, a winning delegate, died just be- 
fore the event for which he had qualified. 

The directors of the New York Life fittingly 
honored the occasion of President Kingsiey’s 
twentieth anniversary by a dinner at the Wal- 
dorf-Astoria Hotel. Judge Hiram R. Steele, 
senior director of the company, was the toast- 
master. The speakers were: President Kings- 
ley, Superintendent Beha, and John G. Milburn, 
a director of the company. 
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Address Home Office For Agency Connection 


ui FAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board Presiden 


I ASEAT Se ROT 
sehesihdiehienieaniineeiiaieniaiaial 


FIRE REINSURANCE TREATIES 
Eagle Fire Insurance Company 


New Jersey 























Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 




















Desirable territory open for General Agencies 
in Virginia, Florida, land, Kentucky and 
District of Columbia. Excellent opportunit 
for producers who can furnish unquestionab 


references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bidg. 
WASHINGTON, D. C. 








REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE CO. 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 





115 BROAD ST., HARTFORD, CONN. 


NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 


London Seattle Montreal; 
Winnipeg Detroit Duluth 
Pittsburgh - Cleveland Buffalo 
Phoenix Columbus Portland 
































SIX YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 


Capital........ $550,000 
Surplus........ $237,436 


SALESMEN WANTED 





To sell something new in 
life insurance in Minne- 
sota, Iowa, Nebraska, Mis- 
souri, Kansas, Arkansas, 


Our New Home Office Oklahoma and Texas. 
“Built Without Using a 
Dollar of Policyholders’ 
Money.” 


National Reserve Life Ins. Co. 
GEO. GODFREY MOORE, President 
Topeka, Kansas 
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NEW ENGLAND RISKS 


S. R. Kennedy Lays Bad Loss Ratios 
to Alien Races 





MASSACHUSETTS IS UNPROFITABLE 








Speaker at Agents’ Meeting Also Gives 
Views on Best Means of Insurance 
Publicity 
[By a Staff Correspondent] 

PoLtaNnD Sprincs, MeE., June 22.—For every 
premium dollar received in Massachusetts last 
year, the fire insurance companies paid out at 
least one dollar and ten cents in losses and ex- 
penses in the Bay State, according to Sidney 
R. Kennedy, president of the Buffalo Insur- 
ance Company, who addressed the convention 
of the New England State Associations of In- 
surance Agents, which opened its business ses- 
sions here this morning. In a talk free of 
quibble or equivocation, President Kennedy dis- 
cussed his subject of “Insurance Publicity” 
from all angles and brought out opinions that 
held the attention of his hearers to the final 
word. The expectation of profit for fire com- 
panies in Massachusetts is nil, declared the 
speaker, who said “Were our company not 
already operating there, I gravely doubt whether 

I would care to enter it in Massachusetts.” 

The importation of alien races was held by 
President Kennedy to be responsible for the 
rising loss ratio among certain types of fire in- 
surance policyholders in New England. On 
this point he said: 

In New England we have an especial fire in- 
surance problem requiring solution and public- 
ity. It is caused by the racial degeneration, to 
put it frankly, of large sections of this part of 
the country. Over the honest and plain people 
who, 50 years ago, comprised a majority of 
New Englanders, has swept a flood of aliens, 
many of them dishonest and unclean in those 
particulars increasing respectively the moral 
and the physical hazard of their fire risks. 

Discussing the rating of business in New 
England, President Kennedy declared that there 
were all kinds of gradations in credits, “Yet 
no New England schedule or tariff takes into 
consideration the simple and practical fact that 
if a company can make a reasonable profit by 
insuring 500 dwellings of the native Cabot fam- 
ily at a fixed rate, it will probably incur a heavy 
loss by writing 500 identical risks of the alien 
Kabotski family at far more than that rate.” 

The American Agency System has deterio- 
rated during the past years, declared the speaker, 
and the companies have been principally re- 
sponsible because of their greed for premium 
volume. This situation is being slowly reme- 


died, however, because both agents and com- 
panies have found that it does not pay. If 
agents wish to express their animosity to mul- 
tiple appointments, underwriters’ annexes, etc., 
they should refuse business to companies not 
in harmony with their principles. 


Dealing with the subject of publicity as such, 
President Kennedy said that the fire insurance 
companies had tried a newspaper advertising 
campaign and failed and that any similar effort 
now made would also fail. The speaker said: 
“I sincerely hope that the National Board of 
Fire Underwriters will not permit the com- 
panies’ money to be thrown away by the tens 
of thousands of dollars in a perfectly hopeless 
attempt to influence the viewpoint of the pub- 
lic towards fire insurance by means of paid ad- 
vertisements in daily papers.” Suggesting a 
method he considers better, President Kennedy 
said: 

In my opinion, the best way to take the 
mystery out of insurance is by direct contact 
between men qualified to speak for insurance 
and responsible groups of property owners, 
such as belong to chambers of commerce or ro- 
tary clubs. * * * If the National Board 
contemplates spending a large sum of money on 
a campaign of publicity, this is the most effec- 
tive way, I think, to do it. Seek opportunities 
to present the case of insurance before repre- 
sentative men of affairs, and then have the case 


presented by the men in our business best able 
to present it. 


Liquidation Asked 
(Continued from page 8) 

23, 1920, with a purported capital of $250,000, 
but the attorney-general alleges that the assets 
consist of $150 in paid capital, an agency con- 
tract with the Preferred Reciprocal Fire Insur- 
ance Company, an exclusive agency contract 
with the United Lloyds and a good will esti- 
mated at $125,000. The petition recites that the 
assets are “practically nil” and that the value 
of the exclusive agency contract is fictitious. 

The United Lloyds was licensed to write fire, 
lightning, hail, windstorm and sprinkler leak- 
age insurance on January 3, 1921, but without 
authority wrote automobile, plate glass, jewelry 
and other casualty lines. An examination in 
1925 disclosed ledger assets of $1,029,269, of 
which $967,250 was not admitted because it con- 
sisted of the unsecured liability of the under- 
writers. 

The liabilities at that time were $124,651, re- 
flecting a capital impairment of $62,631. The 
company then agreed to confine its writings to 
its licensed lines and to obtain adequate securi- 
ties for the guarantee fund, according to the 
petition, but instead wrote the casualty lines in 
the unlicensed Bankers Lloyds. 

The examination in May disclosed ledger as- 
sets of $1,034,966 and a net premium income of 
$7100. Once again the department disallowed 
the guarantee fund and also ruled out all other 
ledger assets except $463.54 of the agénts’ debit 
balance. The unpaid losses and claims at that 
time totaled $57,670, while the Preferred Un- 
derwriting Company had a claim for $13,907. 

The petition was filed by William C. Clausen, 
assistant attorney-general. 


T5 


AGENTS IN SESSION 


New England State Associations Con- 
vene at Poland Springs 








PROMINENT ARRAY OF SPEAKERS 





S. R. Kennedy, Frank L. Gardner, F. 0. 
Hatfield and E. M. Allen on Program 
[By a Staff Correspondent] 

PoLanp Sprincs, MeE., June 22.—The annual 
convention of the New England State Associa- 
tions of Insurance Agents, meeting at the Po- 
land Springs hotel here, was formally brought 
to order this morning with Thomas D. Faulk- 
ner, former president of the Connecticut Asso- 
ciation and head of the Advisory Board, in the 
chair. This was the beginning of the first busi- 
ness session following the get-together banquet 
last night at which Frank L. Gardner, presi- 
dent of the National Association of Insurance 
Agents, and Rev. George F. Finnie, of Lewis- 
ton, Me., were the slated speakers. The story 
of the banquet meeting will be found in an- 
other column of this issue. 

Among the speakers at the meeting this morn- 
ing were: Sidney R. Kennedy, president of the 
Buffalo Insurance Company, whose topic was 
“Insurance Publicity”; James L. Madden, 
former head of the insurance department of the 
Chamber of Commerce of the United States and 
now a vice-president of the Metropolitan Life 
Insurance Company, who talked on “Insurance 
and the People”; and Rev. Garfield Morgan, of 
Lynn, who delivered an inspirational address. 
The speech of President Kennedy is fully sum- 
marized elsewhere in this issue of THE Sprc- 
TATOR. 

On the program for to-morrow, the last day 
of the convention, are: Frank O. Hatfield, secre- 
tary of the Phoenix of Hartford; Franklin H. 
Wentworth, secretary of the National Fire Pro- 
tection Association, who is to speak on “What 
is the Next Step in Fire Prevention?” and 
W. J. Fortune, vice-president of the National 
Shawmut Bank of Boston, who will discuss the 
New England Council and its relation to insur- 
ance. An address by E. M. Allen, vice-presi- 
dent of the National Surety and New York In- 
demnity companies, is to be a closing feature 
of the convention and is entitled “What Shall 
It Profit Us?” 


Inter-State May Retire 

The business, goodwill and agency plant of 
the Inter-State Fire Insurance Company, of 
Detroit, may be sold to the Commonwealth In- 
surance Company of New York, if present plans 
are approved by the stockholders. A contract 
of reinsurance has existed between the two 
companies for some time and it is now pro- 
posed that this contract be closed and the busi- 
ness sold. A special meeting of the stockhold- 
ers will be held on Friday of this week. 
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An Exceptional Sales Opportunity 




















An Ideal We are licensed 
° in the following 
Policy twenty-five states and 
SPECIMEN RATE AT have top contracts 
AGE 35 PER $1,000.00 available in many dis- 
tricts. 
Alabama Kentucky 
$ 1 7oe onal Siiohigan 
Carlifornia Nebraska 
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For full particulars address 


AGENCY DEPARTMENT 


National Life Association 


Home Office: Des Moines, Iowa 











SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 





NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE f 
COMPANY 


Total ‘claims paid 27 years ending 
December 31, 1926, $51,810,954.80 








———_—_—_—_ 


C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE - se TENN. 





























SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA. 








ROYAL UNION LIFE INSURANCE COMPANY 


DES MOINES, IOWA 


REACHING EVERY MEMBER 
OF THE FAMILY 


One of the vital factors contributing to 
the constantly increasing success of Royal 
Union Salesmen is the fact that this Com- 
pany offers a policy for every member 
of the family. 


Our Juvenile Policies, written on children 
as young as one day old, go into full bene- 
fit automatically at age 5 without re- 
examination. 


We write women on an equal basis with men. 


ROYAL UNION LIFE INSURANCE CO. 


Des Moines, Iowa 
A. C. TUCKER, President 





CENTRAL SURETY AND 
INSURANCE CORPORATION 


Home Office—Kirkwood Bldg., Kansas City, Mo. 
Capital and Surplus, $1,011,220.93 





FIDELITY AND SURETY 
MISCELLANEOUS CASUALTY INSURANCE 





Writing business in forty states and with U. S. Government 
Methods—simple, direct and free of red tape 


FRED W. FLEMING DENNIS HUDSON 
President Vice-President and 
Manager of Agencies 











a good company! 
Great Northern Life Insurance Company 


Home office : Milwaukee, Wisconsin 
Chicago office : 110 S. Dearborn Street 























ACACIA 


An Institution—Not a Commercial Company 
Insurance in Force........... Over $230,000,000 
RIE ee: Over $20,000,000 

Ideal Agents Month- 
ly Income Contract 


LOW NET COST REAL SERVICE 
Aeacia Mutual Life Association 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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L. & L. & G. REPORT 





General Meeting in Liverpool— 
Report of Chairman 





OBSERVATIONS ON UNITED STATES 
BUSINESS 





A. Kentish Barnes Remarks on Prosperity 
and Future Outlook in United States 


The report of Chairman A. Kentish Barnes, 
of the Liverpool and London and Globe Insur- 
ance Company, at the ninety-first annual meet- 
ing of the company, held recently in Liverpool, 
contains some interesting observations which 
the noted British insurance man made during 
his recent visit to the United States. He said 
in part: 

As you are aware, I have recently returned 
from a visit to the United States of America, 
where I had the pleasure of renewing my 
acquaintance with our joint attorneys in that 
country. I refer to our United States man- 
ager, Harold Warner, and to Duncan Reid, the 
president of our casualty company, the Globe 
Indemnity of New York. was also very 
pleased to meet Mr. Cartlidge, manager at Chi- 
cago, and Mr. Nottingham and Mr. Purdin, 
manager and deputy-manager respectively at 
New York; F. H. Cauty, our marine under- 
writer, and his assistants, and also our able 
financial secretary in the U. S. A., H. A. Fort- 
ington. 

I would like to congratulate Mr. Lewis on the 
strength of our personnel in that most impor- 
tant area of our activities. In Mr. Warner, 
whom we appointed last year to the chief con- 
trol of our fire interests, I am satisfied we have 
a very able official, determined to continue and 
intensify the task of strengthening our under- 
writing. In this he is loyally supported by his 
American colleagues. I can see clear signs that 
these efforts are earning the reward which in- 
evitably follows diligent application to the task 
in hand, although perhaps temporarily delayed 
by exceptional events. We may, however, ex- 
pect, for the time being, a reduction in the pre- 
miums, but we need not regret a passing set- 
back if better results follow a lessened volume. 

In the Globe Indemnity Company of New 
York we are singularly fortunate in Duncan 
Reid himself, and in the able executives and de- 
partmental managers he has so_ successfully 
gathered around him. It was a great pleasure 
to me to meet them all. 

I was much impressed by the general pros- 
perity prevailing in the U. S. A. It is, there- 
fore, all the more disappointing that from an 
insurance point of view this prosperity has not 
been enjoyed, it being well known that Amer- 
ican, British and foreign companies generally 
have experienced poor underwriting results for 
some time past. = oe 

I believe, however, that the outlook in this 
direction is now more hopeful, and I feel sure 
that our company is in an excellent position to 
reap the advantage of any general improvement. 

x * * 

In September, however, in common with many 
other leading companies, we were involved in 
the hurricane of unprecedented violence which 
swept a path of ruin and destruction over sev- 
eral hundred square miles in the State of Flor- 
ida, and caused property damage estimated at 
over £11,000,000 sterling largely covered by 
American, British, and foreign insurance com- 
panies. We have for many years held a pre- 
eminent position in the Southern States of 
America, having established our fire department, 
with headquarters at New Orleans three-quar- 
ters of a century ago. Tornado insurance, be- 
ing written by our fire department for the pro- 
tection of our agents and fire policyholders, our 


commitments were, as was to be expected, con- 
siderable. Our net loss on this occasion was 
£110,000. This large loss has materially 
affected our final underwriting figures, as 
apart from this, I- should have been in the 
happy position of being able to report a most 
gratifying improvement in the results of the 
U. S. A. fire department. 

At home, storms and floods at various periods 
of the past year, though small when compared 
with the calamities abroad, have nevertheless 
caused damage and loss to no inconsiderable ex- 
tent. From these brief references I think it 
will be apparent that not the least of the diffi- 
culties encountered by underwriters are those 
traceable to the caprice of the weather. 


KANSAS CAMPAIGN BRINGS MEM- 
BERS 
Two-Week Effort Results in Fifteen New 
Local Boards 


The Kansas Association of Insurance Agents, 
co-operating with C. H. Doscher, field repre- 
sentative of the National Association of In- 
surance Agents, put on a membership campaign 
lasting two weeks, from May 23 to June 4. It 
resulted in the organization of 15 local boards 
in the State and the addition of 66 new mem- 
bers for the National Association of Insurance 
Agents. It is said to have been one of the most 
successful campaigns ever staged by the Asso- 
ciation. C. K. Foote, of Wichita, secretary- 
treasurer of the Kansas Association, co-oper- 
ated closely with Mr. Doscher with the above- 
mentioned results. 

Mr. Foote, Mr. Doscher and several executive 
committee members of the Kansas Association, 
followed an itinerary of three towns a day, 
traveling by automobile. Thirty-one towns 
were visited altogether. Advance notices of 
the visits were sent out and a special letter was 
sent to a key man in every town asking him 
to arrange a meeting of the agents there. This 
was done in every case, most of the men not 
troubling to respond but going right ahead with 
the arrangements. One of the points of the 
letter was to word it in such a fashion as to 
announce the projected visit and leave in the 
recipients’ mind the impression that he was 
expected to make the arrangements without 
further delay. Thus there was no opportunity 
to refuse the assignment. The meetings were 
short and the arrangements well timed so as to 
allow the organizers to maintain their sched- 
uled itinerary. 

The officers of the National Association were 
so well pleased with the results of the cam- 
paign that it will be repeated in other States 
along the same lines. 


Capital Reconstruction of Central Federal 
Fire Planned 

Cuicaco, Itx., June 20.—W. L. Taylor, vice- 
president and general manager of the Federal 
Surety Company of Davenport, Ia, was a 
visitor in Chicago last week and declared that 
the capital reconstruction of the Central Fed- 
eral Fire would be consummated this week. The 
fire company is a companion to the surety com- 
pany. It is proposed to add $200,000 to cap- 
ital and $300,000 to surplus, but this might be 
revised upward, Mr. Taylor said. 
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CHICAGO BOARD CHANGES 





Many Amendments to Present Rules 
Proposed by Ernest Palmer 





REVISION OF 1926 PROPOSALS 





Aimed to Correct Situation Which Is 
Steadily Growing Worse 

Cuicaco, ILt., June 20—Members of the 
Chicago Board of Underwriters have received 
copies of the proposed changes in its brokerage 
and commission rules, which have been approved 
by the executive committee with a view to 
stablizing the fire underwriting business in 
Chicago and Cook county. The changes are to 
be acted on at the quarterly meeting July 14. 

The brokerage on interchange of business be- 
tween class one members is limited to 15 per 
cent on ordinary, 20 per cent on intermediate 
and 25 per cent on preferred. Class two, the 
outer city and suburban agents, receive the same 
amounts on property outside the principal city 
district, but a reduction of 5 per cent is made 
in each of the classes on property within the 
principal city district. The brokerage on prop- 
erty inside the principal city district would pay 
for all kinds of business, whereas the present 
rules limit brokerage to insurance upon build- 
ings, leaseholds and rents. 


Insurance brokers in class three-a on property 
anywhere in Cook county would receive 15 per 
cent for ordinary, 20 for intermediate and 25 
per cent for preferred. Class three-b, outer 
city and suburban brokers, would receive the 
Same on property outside the principal city but 
5 per cent less on each class for property in- 
side the principal district. 


The brokerage for class four, downtown 
real estate brokers, is fixed at 10 per cent, 15 
per cent and 20 per cent respectively and per- 
mits its payment on all classes of business. 
This is necessary, it is said, because of the 
large number of class three members in the 
principal city, who will be forced into class 
four with a lower scale of brokerage. 


Class five or non-resident members on busi- 
ness placed with members having jurisdiction 
over their territory and who are policy writ- 
ing representatives of companies, may be paid 
brokerage not exceeding 10 per cent on all 
classes of business. 


The membership provisions for classes two, 
three and four are revised to take care of the 
partnership and corporation members in these 
classes. There are also several additional pro- 
visions for membership, those for class two 
providing that their sole places of business shall 
be located outside the principal city district ex- 
cept on boundary line streets when they can be 
on either side. 


The provisions for class three would require 
that some present members not engaged in real 
estate and banking with offices in the principal 
city district will have to be transferred to class 
four.. The provisions for class four provide 
that the member is required to have an office 
in the principal city district in lieu of the down- 
town district, while it is provided that class five 
members in counties contiguous to Cook shall 
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file an annual registration blank. 

The proposed rules require registration of all 
employees of members who are to receive 
brokerage and that one member cannot pay 
brokerage to the employees of another. 

The code on discipline has been rewritten in 
simpler language and with less complicated 
machinery. In particular it omits that part of 
the present rule providing for reimbursement 
for loss of business, a provision which has never 
been used and is not practicable. It also fixes 
specific penalties for rebates to the assured or 
the payment of commission or brokerage to 
non-members or for rate cutting from a mini- 
mum of $5 to a maximum of $1000. For the 
payment of excess commission or brokerage by 
a member of class one it fixes penalties not 
exceeding $500 for the first offense and up to a 
maximum of $2000 and suspension for succeed- 
ing offenses. 

For a violation of the commission and broker- 
age rule by a member of classes two, three, four 
and five, it fixes penalties not exceeding $100 
for the first offense and up to $300 and sus- 
pension from the board for succeeding offenses. 

There is added a special provision under 
which a member may be expelled for unseemly 
conduct upon a four-fifths vote of all voting 
members. 

The class one dues are doubled, but half of 
the dues are to be paid into class one member- 
ship fund and the other half in the general fund. 
The entrance fee for class one members is 
raised from $750 to $1000. 

In a foreword, Ernest Palmer, manager and 
general counsel for the board declares, “These 
amendments represent a revision of the pro- 
posals originally submitted to the membership 
by the manager in December, 1926. Certain 
controversial items have been purposely omitted 
on the theory that the simplified plan now pro- 
posed will be acceptable to a very considerable 
majority of the membership. These recom- 
mendations in the abridged form are submitted 
by the manager as the necessary initial steps 
to correct a situation which is steadily growing 
worse.” 


PREPAIRING NEW AGENTS’ CONTRACT 
Committee of Western Union at Work 
Cuicaco, Itt., June 20.—A special group of 

the governing committee of the Union now is 

preparing a new form of agent’s contract with 

a view to more clearly defining the rights of 

the company in case of the death of the agent. 

The committee is composed of John M. Thomas 

of the A£tna, C. R. Street, Great American; 

Fred A. Rye, Commercial Union; J. R. Wilbur, 

America Fore, and W. L. Steele of the Niagara. 
The committee has been organized as a re- 

sult of the suggestion made at the Washington 

meeting by R. J. Folonie of Hicks & Folonie, 
attorneys for the Union, who had been con- 
fronted with many otherwise avoidable situa- 
tions because of the lack of a comprehensive 
contract between the companies and the agents. 

The new contract would aim to protect the 
company in case of death, failure or fraud, and 
provide a contractual method of settling con- 
troversies which might arise. 





SINGLE INTEREST POLICY 


Discussed by Walter H. Bennett at 
Tybee Island Meeting 








WOULD SOLVE PROBLEM 





Agents Look Forward to Its Adoption as 
Only Solution 

Speaking before the annual meeting of the 
Georgia Association of Local Agents, held at 
Tybee Island last week, Walter H. Bennett, 
secretary-counsel of the National Association of 
Insurance Agents, reviewed the automobile 
finance situation as it relates to insurance from 
the beginning of the Chrysler-Palmetto. situa- 
tion up to the present. He then pressed con- 
sideration of the single interest policy which 
the Association is sponsoring as a solution to 
the present difficulties. In this connection he 
said: 


Public relations is now a theme of never- 
ending interest with every branch of insurance. 
I know of nothing that would make a better 
impression upon the public than a bold stand 
by the business for its rights, not fro mthe self- 
ish but from the economic aspect. The or- 
ganized agents of this country at their recent 
mid-year meeting in Chicago declared that a 
finance company’s insurance interest in a car 
whose purchase it has financed is confined to 
its own equity, and that insurable interest can 
be met by a single interest policy which will 
act as excess cover if, in case of loss, it is 
otherwise unable to recover its just due. 

Objection may be made that automobile com- 
panies would still be driven into the insurance 
business, principally because they feel that pres- 
ent automobile insurance rates are too high for 
their buyers. The question then resolves itself 
into the ability of the insurance companies to 
justify the rates they are asking and the ser- 
vice they are rendering. If we are sure we are 
right, we can go ahead; we shall know that re- 
duced rates by automobile controlled insurance 
companies can but result in losses that will have 
to be met by the manufacturing end of the auto- 
mobile business. That is a process. which can- 
not be continued long by the manufacturer with- 
out his ultimately coming to the conclusion 
that the cobbler had better stick to his last. 

In this entire matter the agent has not had 
an easy time. He has expressed himself through 
his organization as absolutely in favor of set- 
tling questions around the table, in a spirit of 
conference and co-operation. He does not ex- 
pect results in a day or a month, but he does 
hope finally that all elements of the business 
may get together and look for the solution of 
a common problem. 


Armory Burns in Jersey City 

A $500,000 fire swept the interior of the 
old Fourth Regiment :Armory, Mercer street 
and Bergen avenue, Jersey City, last week. 
About 10,000 rounds of ball cartridges were 
discharged by the blaze and bullets whizzed 
in all directions. Several firemen were over- 
come by the dense smoke. 

In the book, Fire Insurance Inspection and 
Underwriting, under “Armories,” special atten- 
tion is called to a loss of this nature in the 
following language: 

On December 17, 1917, the Second Regiment 
Armory at Albany, burned, causing a nearly 
total loss. About 2,000,000 rounds of ammuni- 
tion exploded, impeding the progress of the fire- 


men and rendering fire fighting dangerous and 
difficult. 
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OVER 400 AT POLAND SPRINGS 
New England Agents Hear Frank L. Gard- 
ner at Get-Together 
[By a STAFF CORRESPONDENT] 

PoLaANpD Sprincs, ME., June 21.—With an at- 
tendance of over 400 members and their friends 
the get-together dinner of the sixth annual 
convention of the New England Associations of 
Insurance Agents was held here at the Poland 
Springs house tonight. A feature of the meet- 
ing, which followed the banquet, was the ad- 
dress of Frank L. Gardner, president of the 
National Association of Insurance Agents, who 
discussed the National Association, New Eng- 
land ideals and traditions and stated that the 
qualified insurance agent was a stabilizer in the 
business and had achieved accomplishments of 
which all might be proud. The agents of the 
New England States in particular had fur- 
nished the entire field of insurance an example 
which might well be emulated by all those in it, 
declared President Gardner, who closed his talk 
with an appeal to the members of the New 
England Associations to carry on the work 
upon which their reputations were so firmly es- 
tablished. 

Thomas D. Faulkner, chairman of the New 
England advisory board, as president of the 
convention, acted in the capacity of toastmaster 
and delivered the official welcome to the gath- 
ering. The welcome to the State of Maine was 
tendered the delegates by Hon. Ralph Brewster, 
Governor of this Commonwealth, who told them 
that they must promote the development of this 
territory, for without development there can be 
no business and without business there can be 
little hope for insurance. The resoruces of 
New England are as yet not fully realized, even 
by those in the section, said Governor Brewster, 
who outlined the advantages of Maine as a place 
in which to live and as a market for insurance. 

The official welcome to Poland Springs was 
given by Honorable Hiram W. Ricker, one of 
the founder of this renowned summer resort, 
who certified to its fame as a New England 
tradition by declaring that it was founded in 
1798 and that provision had been made for its 
continuance into the next generation. Mr. 
Ricker also showed his interest in insurance and 
the fact that he had delved into that subject by 
telling his hearers that the New England States, 
in 1924, had paid $52,669,000 for a total of $5,- 
435,000,000 insurance, which was in force in 
that year. In 1925, he said, there was insurance 
in force in the New England States of $5,904,- 
000,000 and in that twelve-month period the peo- 
ple of the New England States paid $55,453,000 
in premiums. 


The response to the several welcomes was 
made by James L. Case, of Norwich, Conn., 
former president of the National Association of 
Insurance Agents, and long prominent in the 
agency ranks generally. Mr. Case gave it as 
his opinion that insurance men should go to the 
public for their inspiration in making more and 
better appeals to prospects and said that citi- 
zens, both policyholders and others, could give 
insurance agents an inkling of the best angle 
from which they could be approached. The 
meeting was concluded by a speech by Reverend 
George F. Finnie of Lewiston. 
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Fire Insurance 








Burden of Fire Waste Reduction on 
People, Says Dana Pierce 

Cuicaco, Itt., Jane 20.—The burden for re- 
ducing the nation’s annual fire waste of $550,- 
000,000 is not properly one for the fire insurance 
companies as has been suggested by some, but 
a problem for the public, declared Dang Pierce, 
president of the National Fire Protection As- 
sociation at a luncheon here. 

Mr. Pierce, who also is president of the 
Underwriters Laboratories, was speaking at a 
luncheon of industrial leaders held in the inter- 
est of the field service campaign of the Na- 
tional Fire Protection Association for a goal 
of $500,000. 

“Fire prevention is not a problem for the in- 
surance companies because fire prevention starts 
where insurance leaves off,” he said. “For in- 
surance companies to handle the matter it would 
be necessary to raise the rates and this they 
cannot do. Insurance is a competitive business 
and is the most regulated in the country.” He 
cited a catastrophe in which millions of prop- 
erty was destroyed and thirty lives lost because 
of “bad housekeeping” on the part of one in- 
dustrial plant. 

Mr. Pierce asserted that the fire had been 
caused by criminal disregard of fire prevention 
methods, and that “no insurance rate could pre- 
vent such a fire.” 

Percy Bugbee, one of the two field engineers, 
whose successful work in reducing fire losses 
during the past three years inspired the cam- 
paign, declared that ten engineers will be em- 
ployed for five years if the campaign is a suc- 
cess. 


lowa Fire Marshal’s Office to Be Entirely 
Reorganized 

Des Moines, Iowa, June 20.—J. A. Tracy, 
State fire marshal, whose term expires July 1, 
after sixteen years in that capacity, has been 
notified by his successor, John D. Strohn, that 
the services of the present deputies will no 
longer be needed. 

Members of the department who will leave 
the office with Mr. Tracy are: E. J. Frowick, 
who has served as a deputy for fourteen years ; 
W. C. Rabbi, who has been in the department 
eight years, and G. G. Shannafelt, who has 
been with Mr. Tracy two years. Mrs. Jennie 
R. Gregg, stenographer, will be retained. 





T. J. Houston Honored by Shriners 

Cuicaco, It., June 20.—Thomas J. Houston, 
former Commissioner of Insurance for Illinois, 
who now is associated with Marsh & McLennan, 
was elevated from imperial oriental guide to 
imperial high priest and prophet at the annual 
convention of the Ancient and Arrabic Order, 
Nobles of the Mystic Shrine, at the annual con- 
vention held in Atlantic City last week. This 
brings Mr. Houston within two years of the 
highest office, the imperial potentate. 

Mr. Houston also is president of the Chi- 
cago Board of Civil Service Examiners in 
Chicago. 


DESCRIBES LLOYDS 


Holborn Letter Gives Interesting 
Summary of Organization 








REASONS FOR SUCCESS 





Members Go Through Strict Examination 
and Are Required to Provide Every 
Possible Security 
Despite all the information that has been 
printed concerning the organization of Lloyds 
of London, the following issue of the Holborn 
Letter on Foreign Insurance presents in brief 
and concise form a most interesting picture of 
this organization which includes many little 
known facts. The letter is one of a series fre- 
quently issued by the Holborn Agency Corpora- 

tion, New York: 


Although there has been a great deal written 
on this subject we feel that in view of the in- 
creasing interest on the part of American com- 
panies in catastrophe covers a brief description 
of the organization known as “Lloyds” is ap- 
propriate. 

While Lloyds is probably the oldest organ- 
ized insurance group, insurance in one form or 
another was known for at least a hundred years 
before Lloyds came into existence. The earliest 
form of insurance in England was marine, and 
was arranged by the merchants or shipowners 
sending around policies to bankers, merchants 
and money lenders throughout the city. Each 
individual who accepted a portion of the risk 
signed his .name-amderneath the policy, hence 
the name «underwriters, and stipulated the 
amount for which he would be liable in the 
event of loss. Lloyds is first heard of in 1688 
when shipowners and shippers congregated at 
Lloyds’ Coffee House on Tower street and there 
exchanged and accepted insurance. One of the 
most important years in Lloyds’ history was 
1770 when the number of members became so 
large for the quarters in the Lombard Street 
Coffee House to which it had moved in 1692 
that in 1774 they took quarters in the Royal 
Exchange building. 1774 to 1824 may be de- 
scribed as the Golden Age of marine insurance. 
Lloyds reaped most of the enormous profits 
that were made during this period, many of its 
members becoming veritable millionaires. The 
next 50 years was an age of temporary decline 
caused by cut-throat competition. In 1824 the 
insurance monopoly was broken by the organ- 
ization of the Alliance Marine by Nathan Roths- 
child. 

Although the operations of Lloyds were at 
first confined entirely to marine insurance and 
although to-day the bulk and mainstay of their 
business is marine insurance, tremendous 
amounts are written on every other conceivable 
risk both direct and as reinsurance. Under this 
latter class we may mention that Lloyds is 
practically the only ready market for catas- 
trophe excess of loss covers. Lloyds to-day 
consists of 1096 underwriters, 92 non-underwrit- 
ing members, 404 subscribers, 84 associates and 
1600 substitutes. There are further 1400 agents 
and sub-agents all over the world, those at the 
most important places being empowered to set- 
tle and pay claims. While the Underwriters at 
Lloyds are individually and not jointly liable 
for losses they are bound together in one organ- 
ization supervised by the committee or corpora- 
tion of Lloyds’ which however is not an _in- 
surer but merely a regulatory body. The Un- 
derwriters at Lloyds may be compared with 
members of the Stock Exchange and the com- 
mittee of Lloyds with the committee of the 
Stock Exchange. This committee has com- 
plete charge of the admission of the under- 
writers and the supervision of the deposits re- 
quired by the Government which must equal 


19 





100 per cent of the premium of the preceding 
twelve months and which is supposed to stand 
as security for the payment of losses. However 
the law permits the underwriters to pay out of 
this deposit not only losses but return premiums, 
reinsurance premiums, expenses, etc. 

Lloyds has succeeded in becoming one of the 
largest insurance institutions in the world: 

First—By making a Lloyds’ policy first-class 
security. fs 

Second.—By creating and maintaining a repu- 
tation for a prompt, just and liberal settlement 
of all straightforward claims. 

Third.—By being the market for all kinds of 
legitimate risks and by a ready adaptability to 
make such changes as are required by novel 
conditions, and a readiness to meet demands 
calling for protection by new forms of insur- 
ance. 

Fourth.—By reason of its wonderful system 
of shipping intelligence. 

The regulation of the underwriters is very 
strict. 

A candidate’s application form has to be 
signed by at least six members, one of whom 
has to go before the committee to give full 
particulars of the candidate. He has to certify 
that the candidate is of British nationality; 
has to give full particulars of the candidate’s 
means, and in what securities they are invested. 

The candidate also has to sign a trust deed 
providing that all his premiums and cther un- 
derwriting moneys as well as the investments 
of the same shall be placed in trust for the 
payment of his underwriting liabilities and ex- 
penses, and so as to be exclusively applicable to 
that purpose. 

The candidate further has to undertake to 
provide an annual guarantee policy, as laid 
down by the board of trade, for the amount of 
his non-marine premiums for the year, or an 
equal amount in cash. There are various other 
undertakings which like all the others have in 
view the absolute security of the policyholder. 

Each new member has to furnish for his ma- 
rine risks a sum of money known as his “de- 
posit,” which is held in trust by the committee 
of Lloyds. This is held intact until his under- 
writing account is wound up. The minimum 
amount for this deposit is £5000, proportion- 
ately increased if his annual premium income 
exceeds £10,000. These deposits now amount 
to over £7,000,000. 

Before commencing business each underwrit- 
ing member has to give an additional guaran- 
tee that his accounts shall be annually audited 
by an accountant approved by the committee, 
who has to certify at the end of each year that 
all the requirements have been complied with 
and that the assets are sufficient to meet his 
liabilities. 

Still further, there is available the whole per- 
sonal estate of underwriters. 

Stated briefly, therefore, the security pro- 
vided consists of the following: 

The unlimited personal liability of each 
underwriter. 

2. The “deposit.” 

3. Guarantee policies, where deemed desir- 
able by the committee to supplement the above 
deposit. 

4. The premium fund into which is paid all 
premiums received by the underwriter. This is 
held in trust for the purposes of his underwrit- 
ing business only. 

All non-marine liabilities are further se- 
cured by guarantees up to 100 per cent of the 
premium income under a scheme which has re- 
ceived the approval of the board of trade. 

6. The compulsory annual audit of each un- 
derwriter’s account. 


—The List of Persons, Partnerships, Associations 
and Corporations Licensed as Brokers in the State of 
New York, from January 1, 1927, to April 1, 1927, 
has been issued by the New York Insurance Depart- 
ment. It contains 442, pages, embracing many thou- 
sands of names. 








THE SPECTATOR 





Thursday 











sie auc n teas = Bo Mt I ae 






























Years ago, the man who wanted to build a 
home started out with a general idea in his mind. 
He knew what he wanted the house to look like 
when finished. He tried to impart that idea to 
his builder. He hoped that the results would 
fulfill his expectations. Sometimes they did; 
frequently they didn’t. Disappointments were 
many. 

Today the prospective home ‘builder consults an 
architect, who embodies his ideas of what should 
constitute a beautiful house, into a carefully 
worked out plan and lays that plan in front of the 
future owner before operations start. If it meets 
with his approval, he can authorize building opera- 
tions to go ahead, with a very definite idea in mind 
as to how the house will look when finished. 

Years ago, the man entering insurance had to 
build his business without a plan. He had to 
educate himself along insurance and selling lines 
as best he could—and his success usually depended 
upon the chance that he would formulate a system- 
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THE TRAVELERS INSURANCE COMPANY 


PLANNED SUCCESS 


atic plan of solicitation before he became dis- 
couraged and gave up. 

To-day, the man who is considering entering the 
insurance business as a representative of The Trav- 
elers, can look ahead to a certain extent and see 
where he will stand six months, five years or ten 
years from now, and he can be reasonably sure of 
attaining his objective. 

If he will follow conscientiously the time-tried and 
result-tested plans, such as the Field Guide Course, 
which has been carefully compiled for his benefit, 
he will, in all probability, be standing squarely on 
his own feet at the end of the first six months. He 
should have an income running into five figures by 
his tenth anniversary with the Company. 

Human endeavors can not be made to follow as 
exact a design as brick, stucco or wood; but experi- 
ence has shown that men who will follow energet- 
ically and conscientiously the well defined business 
building plans furnished by The Travelers will 
achieve a success which will give great satisfaction 
to both themselves and the Company. 


TRAVELERS 


THE TRAVELERS INDEMNITY COMPANY ‘THE TRAVELERS FIRE INSURANCE COMPANY 


iain L. F. BUTLER, PRESIDENT =m 
ACCIDENT Hartford, Connecticut WINDSTORM 
LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATEGLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Casualty, Surety and Miscellaneous 





M. E. HAYWARD ELECTED 


Becomes President of International 
Indemnity Company 








JUDGE N. BLACKSTOCK RETIRING 
FROM BUSINESS 





Cc. A. Hayward Made First Vice-President 
—Other Official Changes 


At a recent meeting of the board of directors 
of the Internaional Indemnity Company at Los 
Angeles, Max E. Hayward, for the past six 
years vice-president and general manager of 
that company, was named to succeed Judge N. 
Blackstock as president. Judge Blackstock is 
retiring from active business life, after having 
been connected with the company since 1911 
as president, treasurer and director. 

Charles A. Hayward, who has been a director 
of the company for the past eight years, was 
elected the first vice-president, and Sam T. 
Hayward, also a director, second vice-president. 

Arch McAllister, for several years assistant 
general manager, was elected to the board of 
directors, and will continue his duties as assist- 
ant general manager. 

Merle D. Smith was elected to the position 
of treasurer, and to the board of directors. He 
was formerly assistant secretary, in charge of 
investments. 

Wesley B. Cannon was appointed resident 
vice-president at San Francisco. Mr. Cannon, 
for several years past, has been manager for 
the company in Northern California, and is well 
known in the insurance world in that connection. 
He will continue his duties in the San Fran- 
cisco office. 

Emil Johnson, secretary of the company, is 
also active in the business, and will continue in 
that office. The retiring directors are: Joseph 
P. Levy and Chas. Blackstock. 

The International Indemnity Company, which 
writes various forms of casualty insurance, was 
organized in 1911, with its home office in Los 
Angeles. Its business extends throughout the 
West, and as far East as Michigan and Ohio. 

Since its organization, the company has grown 
steadily, until during the past year it wrote 
in the neighborhood of $3,000,000 in premiums, 
which places it among the largest of Califor- 
nia’s casualty companies. 


New York Indemnity Appointments 

The New York Indemnity Company has 
announced that L. B. Griesemer has been ap- 
pointed special agent to cover the State of Ohio. 

G. G. Blight, who covered New England as 
special agent in the Boston branch when it was 
newly organized, has been transferred to the 
Eastern portion of Pennsylvania as special agent 
in that territory. 





E. J. HALLIGAN WITH METROPOLITAN 
CASUALTY 


Succeeds R. J. Burns Who Joins Standard 
Accident Branch at New York 


Edward J. Halligan has been made superin- 
tendent of the surety department at the New 
York city office of the Metropolitan Casualty 
Insurance Company to succeed Robert J. Burns. 
Mr. Halligan joins the’ Metropolitan Casualty 
from the surety department at the home office 
of the Commercial Casualty Insurance Com- 
pany. Previous to that connection, he was with 
the Fidelity and Deposit and the Massachusetts 
Bonding. 

Mr. Burns becomes superintendent of the 
contract bond department in the New York city 
office of the Standard Accident Insurance Com- 
pany, Detroit. He was the guest of honor at a 
dinner given him last week by his associates in 
the Metropolitan Casualty. The dinner, given 
at the Planters in New York city, was attended 
by about twenty-five department heads and of- 
ficers of the Metropolitan Casualty, who pre- 
sented Mr. Burns with.a handsome gold watch 
as a token of their esteem and good wishes for 
the future. 

William S. Wilson has also joined the New 
York office of the Standard Accident and will 
assist Manager Allen there in the production 
of fidelity and surety lines. 


Plate Glass Survey Bureau Elects Officers 

At the annual meeting of the Plate Glass In- 
surance Survey Bureau of New York, held in 
that city last week, the following officers were 
elected: A. J. Aichele, of the London and Lan- 
cashire Indemnity, president; Richard H. Coul- 
ton, of the Union Indemnity, vice-president, and 
P. G. Roeverse, of the Hartford Accident and 
Indemnity, secretary-treasurer. The governing 
committee includes the officers and the follow- 
ing company members: New Amsterdam Cas- 
ualty, Royal Indemnity, Sun Indemnity and New 
Jersey Fidelity and Plate Glass. 


Accident Claims 
(Concluded from page 3) 

Employers Liability. Claims managers of the 
Indemnity Company of North America, the 
Independence companies, as well as all broker- 
age and agency offices in the city were present. 

Fred C. Johnson, chairman of the Citizens 
Safety Committee, Philadelphia Chamber of 
Commerce pledged that body to the movement. 
Besides the Philadelphia Rapid Transit, repre- 
sentatives of the Pennsylvania Railroad, the 
Reading Company, the American Railway Ex- 
press, the American Ice Company, the Auto-. 
mobile: Club of Philadelphia and the Keystone 
Automobile were represented. 
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EXAMINATION REPORTS 


New York Department’s Showing on 
Globe Indemnity 








COMPANY’S SPLENDID RECORD 





Surplus to Policyholders Given as $11,496,= 
000—Fine Increases Noted 

The Insurance Department of the State of 
New York recently completed an. examination 
of the Globe Indemnity Company, Newark. 
This examination was made in line with the 
department’s custom to examine companies 
every three years. 

The examination shows a very interesting 
development in the company’s history during the 
three-year period between December 31, 1923, 
and December 31, 1926. 

During that period the admitted assets of the 
company increased from $21,559,991 to $32,- 
778,729. The liabilities increased from $15,- 
266,535 to $21,282,667. On December 31, 1926, 
the company showed in its annual statement that 
its capital stock amounted to $2,500,000 and its 
surplus to $5,000,000, with contingent reserves 
amounting to $2,524,285. The department’s re- 
port gives the company credit for a capital of 
$2,500,000 and a surplus of $8,996,000. This 
surplus should be compared with the company’s 
surplus of $5,000,000 and its contingent reserve 
of $2,524,285. The surplus to policyholders on 
the department’s report, therefore, is $11,496,- 
000, which is the capital plus the surplus. This, 
of course, must be a very satisfactory report to 
the officials of the company. As a matter of 
fact, it shows an unusual success on the part 
of the Globe Indemnity. The examiner states 
as follows: 

As shown in exhibits heretofore set forth, 
the underwriting has proven profitable, the net 
gain therefrom for the three years ending 
December 31, 1926, being $2,749,981.75. Dur- 
ing that period the investment earnings 
amounted to $2,806,554.50 and the increase in 
investment values amounted to $983,571.72. 

Since the last examination dividends consist- 
ing of stock, $1,000,000 and cash, $1,337,500, 
have been paid to stockholders. 

As a result of the gains and losses mentioned 
above, surplus funds over liabilities have in- 
creased $4,202,606.97 during the period under 
review, which with the increased capital funds, 
produce an increase of $5,202,606.97 in the sur- 
plus to policyholders since the last examination. 

Books of account and records are accurately 
compiled and readily audited. Adequate re- 
serves are maintained and claim files contain 
information sufficient to indicate probable loss. 

The affairs of the company are efficiently 
managed and its treatment of policyholders and 
claimants is fair and equitable. 

The officials of the Globe Indemnity Company 
are to be congratulated upon the conservative 
and efficient manner in which its business has 
been conducted and especially upon the manner 
in which it has provided for such liberal re- 
serves, and the report will be a source of satis- 
faction to its many friends. 
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THE DEMAND FOR AN OUTLET FOR_CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET-8Y 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $5,000,905.77 
Capital - - - - 750,000.00 
Surplus - - - -  1,186,456,08 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,564,449.00 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties J 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 




























Cash Capital, $750,000.00 


CASUALTY AND SURETY COMPANY 
MILWAUKEE, WISCONSIN 


Home Office — Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
Union Indemnity Bldg. 100 Maiden Lane 
New Orleans New York 


FIDELITY AND SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTOMOBILE 
LIABILITY, PLATE GLASS AND WORKMEN’S 
COMPENSATION INSURANCE 


The Insurance Agent 
and His Obligations 





Every insurance agent has a 


dual obligation—to the insured, 


on the one hand; to the company 
he represents, on the other hand. 
And, besides, he is interested in 


- his own welfare. 


No man can meet these obliga- 
tions without the whole-hearted 
cooperation of the Home Office. 
We recognize this fact and strive 
to keep it uppermost in all deal- 


ings with our agents. 





UNITED STATES FIDELITY 


BALTIMORE 


AND GUARANTY 
COMPANY 


MARYLAND 





$155,000,000 Paid in Claims in 30 Years 










































Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ° 





The Provident has worked out a prac- 

tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 
agents. 











Field Annuals 


Insurance Directories 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


*City and Suburban. 
tExclusive of Greater New York. 


Tennessee 
North Carolina 
South Carolina 
Virginia 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 


panies represented, etc. 


Many new features are included that will be found 


only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


P. 0. BOX 617 


LOUISVILLE, KY. 
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Casualty, Surety, Etc. 








Negligence Practices In New York City 
Intolerable Situation 


An 


The practice of negligence law in this city, 
ancient but never very honorable except in rare 
instances, has reached such a low level that it 
is a public calamity and disgrace, but is reap- 
ing a golden harvest amounting to many million 
dollars annually. There are two groups of our 
citizenship who indirectly are responsible for 
this condition—the bar and the insurance com- 
panies. The best elements in each group have 
it within their power to root out this rotten 
business, but they do nothing about it other 
than to frown upon it and every once in a while 
pass resolutions condemning it. It is very hard 
to estimate the number of “ambulance chasers” 
in this city but it is very large, and the lawyers, 
doctors and “investigators” who live off this 
type of work are also very numerous. Of 
course, we all know that it is a crime for a 
person to solicit law business as do these 
“chasers” but one would never think so for 
their work is carried on very boldly throughout. 

Who are these people? Well, everyone whose 
business takes him into our court house very 
frequently knows who these lawyers and doctors 
are. There isn’t any one whose business takes 
him to police headquarters or to police stations 
who doesn’t know the “chasers” with their 
photographs of large settlement checks, just as 
they know the fire “bugs” or adjusters who 
answer the fire gong and the gentlemen who 
carry bail bonds signed in blank by officers of 
surety companies. I am sure many of the trial 
judges must be sick and tired of looking at the 
same faces before them day after day and 
hearing again and again the same old story 
for, unfortunately, it does not make much dif- 
ference how an accident happens, when it is re- 
counted in court, with slight variations, it seems 
like a familiar old story. Usually it is a pretty 
good one, too. 

A short while ago I was looking over a re- 


By Josepn C. H. Fiynn 
Deputy Attorney General of New York State 


port filed with the insurance department by an 
examiner who had gone into the affairs of a 
company doing a liability business. I noticed 
that of the suits pending one lawyer had 111, 
two lawyers had 85 each, three lawyers had 
78 each, and so on. It struck me as being a 
remarkable thing that 111 persons with claims 
against as many motor car drivers covered by 
the one company should gravitate to the one 
specialist in plaintiffs’ causes, but nothing is 
done about it by the people who ought to do 
something. 

In connection with this practice I think it is 
only fair to say that some of the insurance com- 
panies are not without blame. Many persons 
receiving injuries do not believe that an insur- 
ance company will deal fairly with them or that 
an adjustment will mean anything but a very 
bad result for them. Unfortunately, the expe- 
rience of those they know justifies that belief. 
Again the companies indulge in a practice that 
encourages “ambulance chasing” when they set- 
tle a batch of claims filed by one lawyer for a 
lump sum. There is no good reason for set- 
tling claims on a basis where “good ones have 
to carry the bad.” That sort of thing breeds 
bad claims, and is manifestly unfair to decent, 
honest claimants. 

I think that the root of all evil in negligence 
practice is the retainer contract that is tolerated. 
We know that many an honest claimant would 
never be able to start a law suit without the 
contingent retainer. We also know that in 
many instances a lawyer will earn 50 per cent 
of the amount recovered. But in the main the 
so-called “fifty-fifty” contract of a retainer is 
nothing short of a legalized form of larceny, 
particularly when the “experts” have to be 
paid out of injured person’s share. My idea 
is that the contingent contract should be per- 
mitted but that the amount allowed to the 


lawyer, the doctor and the other experts should 
be fixed by the court in which the action has 
been brought on affidavits showing services act- 
ually rendered, and if no suit has been for- 
mally started then the allowances should be 
fixed by a justice of the Supreme Court, sit- 
ting in special term for the hearing of ex parte 
business. 

These negligence actions have cluttered up 
the calendars of our courts in the most dis- 
graceful manner, and I have not the slightest 
hesitancy in saying that thousands of them no- 
ticed for the Supreme Court can be settled for 
less than $200 each. I have been told that over 
60 per cent of the cases tried in the Supreme 
Court in Brooklyn result in verdicts of less 
than $500 each, the amount it costs the State 
to hold a jury trial. This sort of thing could 
be stopped if we gave our judges power to im- 
pose costs on the attorneys personally who in- 
stituted these suits. I know that such a sug- 
gestion is drastic but some drastic action will 
have to be taken because this practice has made 
it almost impossible for our courts to function 
properly. 

The suggestion has been made that all negli- 
gence cases be handled in the same manner as 
master and servant actions—before a commis- 
sion working along the lines of a workmen’s 
compensation commission. This would mean a 
compulsory universal insurance for automobile 
operators and all injured persons would be com- 
pensated whether they were negligent or not. If 
the bar and the insurance companies do not 
want this to come to pass, then it becomes their 
duty to act speedily and clean up conditions 
that now exist. If they do not, some one will 
do it for them and maybe not to their liking, 
for the people of the State, and after all the 
public pays the bill, cannot be expected to 
tolerate outrageous gouging forever. 








™) CURB ASSESSMENT ACCIDENT 
COMPANIES 
California Commissioner Acts Upon Ex- 
traordinary Situation 

San Francisco, Cauir., June 20.—Alarmed 
at the number of new accident and health and 
life associations, planning to operate without 
capital on the assessment plan, Insurance Com- 
missioner C. R. Detrick of California called 
the promoters of the organizations recently li- 
censed and those having applications in for ac- 
tion, before him last week and told them of the 
attitude of the department. 

Mr. Detrick permitted the department’s con- 
sulting actuary, Prof. A. H. Mowbray, and 
Deputy Attorney General J. P. Riordan to do 
most of the talking and explaining. Both were 
of the opinion that the plan of operation is un- 
scientific and unsound and also that the law 
under which they were forming was obsolete 


and inadequate. 

Owing to the revived interest displayed by 
promoters in this form of insurance carrier dur- 
ing the past year the department attempted to 
have a new law enacted. The effort was de- 
feated in the Assembly, although the measure 
passed the Senate. In view of this condition 
Mr. Detrick informed the assessment associa- 
tions that they would have to abide by a new 
set of regulations which would be drafted by his 
legal and actuarial staff in co-operation with 
them. The association men agreed to this pro- 
cedure. 

Attorney General Riordan said that there 
were too many such institutions organizing, 
while Prof. Mowbray said that their only 
chance of surviving after two or three years of 
operation was to merge and consolidate several 
into one company on the legal reserve basis. He 
warned them about endeavoring to operate for 
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profit or to divert any money from the organiza- 
tion into the pockets of organizers. He an- 
nounced that while three years ago there were 
no such organizations operating in the State 
there were now three licensed, seven about to 
receive licenses, and approximately eighteen 
more forming. 


Following the hearing the association men 
present formed an organization for mutual pro- 
tection. 


Great American Indemnity Appointment 


Major Elmer E. Johnson, «vice-president of 
the Great American Indemnity Company, an- 
nounces the appointment of the Kunz Insurance 
Agency as general agents at Minneapolis. The 
Kunz Agency is one of the newer offices of 
Minneapolis, and its owners are members of a 
family prominent in local affairs. 
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The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 


Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


“The Service That Satisfies’—what is 
it? Read on and you may get an idea. 


“Wise Men Seek Wise Counsel” —what 
does that mean? It means the agent of 
The Employers’ Group is in a position 
to act as a wise counsellor on insurance 
matters. 


As a wise insurance counsellor the agent 
of The Employers’ Group can conscien- 
tiously recommend doing business with 
a group of companies whose efforts to 
give “The Service That Satisfies’ are 
appreciated, as is evidenced by letters 
from which the following quotations 
are typical: 


“Your action is liberal and goes 
far to explain why The Employers’ 
hold their clients in the face of the 
very strenuous present-day com- 
petition.” 


“Assuring you of my appreciation 
for the way in which this matter 
was handled and of my intention 
to say a good word for your com- 
pany whenever the occasion is 
presented ‘i 


is together with my 
thanks for your good service. 
This is what keeps my business in 
The Employers’ when I am con- 
nected with another company.” 


Think it over! 


AUTOMOBILE FATALITIES 


77 Cities Report 529 Deaths in Four 
Weeks 


The Department of Commerce announces that 
during the four weeks ending May 21, 1927, 
automobile accidents were responsible for 529 
deaths in 77 large cities of the United States. 
This number compares with 493 deaths during 
the four weeks ending May 22, 1926. Most of 
these deaths were the result of accidents which 
occurred within the corporate limits of the city, 
although some accidents occurred outside of the 
city limits. 

For comparison, the number of deaths due 
to automobile accidents within city limits is 
desirable. Such figures are available for the 
same four-week periods for 52 cities, the four- 
week figure in 1927 being 320, as contrasted 
with 306 for the corresponding four weeks in 
1926. 


Considering by four-week periods since May, 
1925, simply total deaths from automobile ac- 
cidents for 77 cities, regardless of place of 
accident, the lowest total (346) appears for the 
four-week period ending March 27, 1926, and 
the highest (676) for the four-week period 
ending November 6, 1926. 


For the 52-week periods ending May 21, 1927, 
and May 22, 1926, the respective totals were 
6938 and 6348, with respective rates of 21.9 and 
20.4, or an increase during the single year of 7 
per cent. 


Nine cities reported no automobile fatalities 
for the last four weeks, while eight reported 
no automobile fatalities for the corresponding 
period of 1926. 


For the last four-week period reports as to 
whether fatal automobile accidents occurred 
within city limits or outside were received from 
75 of the 77 cities reporting. In those 75 cities 
in this four-week period, the total number of 
automobile fatalities was 519, but only 450 of 
these were due to accidents within city limits. 
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OF AMERICA 
JAMES GIBBS, President 
CASUALTY AND SURETY 
REINSURANCE 
AND EXCESS COVERS 


HEAD OFFICE 


Telephone, Mulberry 5585 


INDICT THREE OFFICIALS 
Heads of City Service Mutual in Liquida- 
tion, Cited by Grand Jury 


The grand jury of New York county has in. 
dicted three former officers of the City Service 
Mutual Casualty Corporation, New York city, 
and they have been held in bail. The three were 
also officers of the Transportation Underwrit- 
ing Corporation which handled the getting of 
business for the City Service Mutual which 
went into liquidation in December, 1925, after 
the New York Superintendent of Insurance 
presented evidence that there was an impair- 
ment of $138,000. 

It is alleged that the Transportation Under- 
writing Corporation collected all the premiums 
on policies issued by the City Service Mutual 
during November and December, 1925, and re- 
tained them although demand was made that 
they be paid over to the City Service Mutual. 
It is said that the total amount of funds diverted 
from the mutual company, as shown by the 
Liquidation Bureau of the New York Insurance 
Department, is about $137,000. 


A. G. Costello Made Deputy Commissioner 
of Pennsylvania 


A. G. Costello has just been appointed deputy 
Insurance Commissioner of Pennsylvania as an- 
nounced from Harrisburg. Mr. Costello will 
have charge of all the operations of the State 
insurance department in Philadelphia, his ap- 
pointment being effective as of June 10. 

Deputy Commissioner Costello has been con- 
nected with the Pennsylvania Insurance De- 
partment for several years and has specialized 
on the examination of casualty and surety com- 
panies, becoming known as one of the ablest 
men in the country in this field. His services 
on behalf of the people of the Keystone State 
have deservedly earned the present promotion. 
Mr. Costello is a son of former Congressman 
Peter E. Costello. 
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WOULD REDUCE INDUSTRIAL 
ACCIDENTS 
Virginia Commission Asks Co-operation 
of Employers 
RICHMOND, Va., June 23.—Efforts to lessen 
accidents in Virginia which cost insurance com- 
panies more than $6,000,000 last year are being 
made by the State Industrial Commission 
through Bolling H. Handy, chairman. Letters 
were sent to employers in Virginia asking for 
their co-operation in the commission’s statis- 
tical work designed to lessen accidents. 
The letter is as follows: 


Industrial accidents last year cost the employ- 
ers of Virginia, in compensation payments alone, 
over $1,250,000. Medical expense is estimated 
to have added another $350,000 and the in- 
cidental money loss to the employers on the 
basis of: recent investigation and analysis of 
accident costs on the part of one of the larger 
insurance companies will swell the total figures 
to over $6,000,000. 

This condition, not only because of the money 
loss (the above not considering the loss to the 
employee) is wrong, aside from the economic 
standpoint, on moral and ethical grounds and 
as far as practicable should be corrected. 

The industrial and other interested leader- 
ship in Virginia realizing the subject needed 
study, such study requiring adequate accident 
statistics, provided through the legislature of 
1926 for a statistician in the industrial commis- 
sion, and the recent special session, in some 
measure, made funds available for the work. 

The purpose of the proposed work is to 
benefit the industries of the State. To provide 
statistical and other educational information that 
greater opportunity may be afforded for the 
reduction of accidents with the resulting de- 
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MODERN POLICY FORMS 


UNEQUALLED CLAIMS PAYING RECORD 


(63% of Total Premium Income Paid to Policyholders in Claims) 
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crease in accident costs, such costs necessarily 
entering into the matter of compensation insur- 
ance premiums. 





R. T. Luce With Metropolitan Casualty’s 
Chicago Branch 

Robert T. Luce, for the past four years con. 
nected with the claim department of the Hart- 
ford Accident and Indemnity Company at Chi- 
cago, has been appointed superintendent of the 
claim department of the Metropolitan Casualty 
Insurance Company’s Chicago branch, H. S. 
Slipner and E. B. Finnegan, managers. 

Mr. Luce, who succeeds C. G. Eberth, re- 
signed, attended Purdue University and is a 
graduate of Chicago Kent College of Law, 
and has had many years of practical claim 
experience. 


Illinois Agents Active 

Curcaco, Itt., June 21—Organization of sev- 
eral local boards in Northwestern Illinois is 
planned by Harry Leach, chairman of the or- 
ganizations committee of the Illinois Associa- 
tion of Insurance Agents. A week’s tour is 
planned by Mr. Leach. J. M. Newburger is 
president, and Shirley E. Moisant, secretary, 
of the State Association. 





Eastern Underwriter to Move 

As of July 1, the Eastern Underwriter will 
move its headquarters from the present ad- 
dress at 86 Fulton street, New York city, to 
110 Fulton street. It will occupy the fifteenth 
floor of the new building recently completed 
at that address for the Dutch Realty Company. 
The building will be known as the Eastern Un- 
derwriter building. 


NEW MUTUAL PROJECTED 
Liability Insuarnce to Be Written by 
Greater New York Taxpayers 


The Greater New York Taxpayers Associa- 
tion of 266 Grand street, New York city, has 
applied for a charter for a new mutual com- 
pany to be known as the Greater New York 
Taxpayers Mutual Insurance Company. If 
present plans mature, the new concern will be- 
gin writing liability only, on or about October 
1, 1927. Officers have not as yet been chosen. 

The proposed company will take over the 
facilities of the Protective and Defense Com- 
mittee of the Association, which General Man- 
ager Isidore Berger states has been issuing lia- 
bility membership certificates to about six thou- 
sand New York houses. This insurance angle 
of the association, which operates on a sort of 
partnership basis, was inaugurated in 1914, and 
at the present time employs sixty-four people. 


Atlantic Coast Safety Conference on 
June 24 


Sixteen National, State and local organiza- 
tions interested in the prevention of accidents 
will be represented at the Atlantic Coast Safety 
Conference, which will be held at the Bellevue- 
Stratford Hotel, Philadelphia, on Friday, 
June 24. 


Death of Spencer Welton’s Mother 
THE SPECTATOR extends its sincere sympathy 
to Spencer Welton, president of the New York 
Indemnity Company, in the death of his mother, 
which occurred last week. 
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GEORGE B. BUCK 
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Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg, ATLANTA, GA, 
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COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 
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INSPECTIONS AND ADJUSTMENTS 
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E. L. MARSHALL 
CONSULTING ACTUARY 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 No. LA SALLE ST. Telephone State 7298 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 
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Bureau, Inc. 





We render complete statistical service and 
~ you of the pressure of annual statement 

Og. 

We are also outoues to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 
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81 Fulton St. New York City 
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CHICAGO BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 
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CLARENCE L. ALFORD 
Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE URANCE Seton, Intermediate, Group, 
Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 
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Consulting Actuaries 
FRANK J. HAIGHT, President 
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E. H. BURKE & COMPANY 


INSURANCE COUNSELORS AND ACTUARIES 
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THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 


I. Introduction. 


II. The Construction of New Mortality 
Tables by the Association of 
Gone Life Assurance Compsa- 
nies. 


III. Aggregate and Select Tables. 
Their Nature and Their Value 
in Practice. 


IV. Arrangement of the Tabulated 
Functions for the Final Life 
Tables. 


Vv. Exposed to Risk and Deaths for 
Every Entry Age and Duration. 


VI. The Aggregate Life Table. . Ele- 
mentary and Monetary Fune- 
tions 4 Per Cent. 


VII. The Select Life Table. Elementary 
and Monetary Functions 4 Per 
Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 
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Miscellaneous Insurance 








MANY COMMENTS ON NEW BOOK 


c. Alison Scully Receives Commendatious 
on Insurance Trusts 


The early distribution of the new book, “In- 
surance Trusts,” by C. Alison Scully, vice-pres- 
jdent and trust officer of the National Bank of 
Commerce, New York, resulted in many com- 
mendatory letters being received by Mr. Scully. 
Judging from the following extracts from these 
letters concerning the book, of which The Spec- 
tator Company is sole selling agent, it fulfills 
a real need: 


CoMMENTS OF Lire INSURANCE OFFICIALS 


“T believe that we will find it useful and in- 
forming both to myself and to the members of 
my staff.” 

“You have done a real service in writing your 
book Insurance Trusts.’ ” 

“I find it very helpful and everything simply 
and well put.” 

“It is certainly very interesting, and very 
splendidly gotten up, and I can make frequent 
reference to it in my discussions of this very 
subject with our field men.” 

“It is a matter which is of great importance 
to the insurers and to those who would make 
the most out of the insurance they carry.” 


“I congratulate you on the intelligent presen- 
tation of trust funds which is so vital at this 
time to real live insurance agents. I am plac- 
ing it in our office library and we will have 
it as a subject at one of our agency meetings.” 

“I am sure that the suggestions and methods 
laid down in same will be of untold value to 
me in the underwriting of life insurance poli- 
cies.” 

“The volume has already reached me and is 
instructive indeed.” 

“It will be a very valuable contribution to 
insurance literature.” 

“I am of the opinion that it is the best book 
of its kind that I have seen and certainly the 
most artistically prepared.” 


CoMMENTS OF THE MEMBERS OF THE BAR 

“I found it to be an excellent resumé of the 
subject matter, and I believe of interest to 
lawyers and laymen.” 

“It is most interesting and 1 am sure will 
be very helpful indeed to me in my work.” 

“I have placed it on my shelves as a useful 
book for repeated reference in the future.” 

“It must prove most valuable to those who 
have to deal with the problem of insurance 
trusts, and enlightening to all of us.” 

“Please permit me to thank you for your 
thoughtfulness in sending me this treatise on 
iMsurance trusts, and to congratulate you most 
heartily upon this work. I am sure that it will 
be of distinct and actual benefit, both to trust 
companies and to lawyers having to do with 
trust work.” 

“I have examined the manual and I think 
that it is an excellent exposition of the subject.” 

“I realize that to my practice insurance 


trusts are becoming more and more customary 
as their value is realized, and I am glad to see 
the banks and trusts companies co-operating to 
such an extent in this connection.” 





“I have heard a great deal about the subject 
recently and my curiosity is fully aroused.” 

“A rather important question under insur- 
ance trusts was put to me only yesterday, and 
I am sure that your book will be of great ser- 
vice to me.” 

“It is very instructive and very useful—more 
so as time goes on.” 

“This is the best thing I have seen on this 
subject. You have covered every phase of it 
thoroughly and most clearly.” 

“T find that it is a very interesting and help- 
ful work.” 

“Seriously, it is a most illuminating treatise 
of a subject which has much current interest.” 


MISCELLANEOUS 

“It is the most comprehensive article that I 
have seen on this subject.” 

“T congratulate you on the very complete 
manner in which you have covered this sub- 
ject.” 

“IT compliment you upon the character of the 
work and feel sure that it is going to be help- 
ful in the creation of a better understanding of 
insurance trusts.” 

“T am very much interested in it and I con- 
gratulate you on having written such an excel- 
lent work.” 

“You are to be congratulated on doing such 
an excellent piece of work.” 


Sales Bureau Meeting 
(Concluded from page 7) 


teresting material. C. E. Elvins, advertising 
manager of the Imperial Life, Toronto, ex- 
pressed the view that billboards are a useful 
form of supplementary advertising for the life 
insurance company. “We must not forget,” he 
asserted, “that the automobile and the radio 
have had a considerable influence on people’s 
habits. The business man who used to read his 
paper as he went to work on the street car now 
drives in his automobile and in the evening 
after his day’s work is done, instead of reading 
a magazine, he will tune in on the radio.” Mr. 
Elvins believed that these things should be kept 
in mind in planning an advertising program. 

James A. Whitmore of the Phoenix Mutual 
believes that life insurance can be actually sold 
through advertising. -““Last year our company 
sold $16,000,000 of life insurance through cou- 
pons produced by national advertising,” he said. 
This year the company is experimenting with 
some twenty-four periodicals. 

Advertising in the Literary Digest and the 
American Magazine, the Provident Mutual se- 
cured 200 replies for every million of circula- 
tion, according to M. A. Linton. The two 
papers produced approximately the same results 
and the average cost was about $10 per reply. 


CONSERVATION OF AGENTS 

Introducing the discussion of the problem of 
retaining agents, John Marshall Holcombe 
pointed out that the problem is at the very 
basis of conservation since the mortality among 
agents in the United States is about 60,000 an- 
nually. 

Charles L. Sykes, field supervisor of the Mu- 








on 
o4 


tual Benefit Life, thinks that the solution to the 
problem can only be found in the selection of 
better men in the first place. He pointed out 
that there are five qualities in addition to good 
character which should be required of the pros- 
pective agent. He must have shown some evi- 
dence of having made a success of other things 
he has gone into, Mr. Sykes-asserted. He must 
have initiative and resourcefulness. He must 
have a cheerful disposition, optimism and have 
a sense of his obligations. 

There was a very frank and interesting dis- 
cussion of the matter of making advances to 
agents. Some companies consider that this is 
necessary in order to get the best type of men 
into the business, but W. H. Dallas, superin- 
tendent of agencies for the A2tna Life, says that 
it is the policy of his company to discourage 
this in every way possible. He believes that 
money spent in this way would be better ex- 
pended in better training and supervision of 
agents. He spoke of the difficulties of getting 
the better type of man to enter a run-down 
agency and expressed the view that a drastic 
house cleaning and the importation of entirely 
new material frequently is the only solution to 
this problem. 

Victor B. Harris, superintendent of agencies 
of the Sun Life, Montreal, suggested that pos- 
sibly the mistake that life companies have been 
making has been the effort to find agents all 
conforming to a certain type. “We have,” he 
asserted, “a public composed of every sort of 
person and every shade of thought.” He 
pointed out that for this reason there is room 
for all types of men in the life insurance busi- 
ness. 

Dramatics had a place in the program of this 
session. An interview between a supposed pros- 
pective agent and James A. Fulton, of the Home 
Life of New York, was excellently staged. 
Mr. Fulton’s talk was simple and convincing, 
touching on the high lights of the business but 
not exaggerating them. 

The final session of the Bureau was occupied 
with a consideration of conservation through re- 
lations with old policyholders. The question 
was discussed under two divisions—work done 
through the agency and work done direct with 
the policyholder. 

The notification of agents when policyholders 
move from one agency to another is a matter 
which receives considerable attention from most 
companies. Certain companies have an elaborate 
system for doing this and require a report from 
the agent into whose territory the policyholder 
has moved. W. H. Dallas, of the tna, pointed 
out the difficulties of the company operating 
through the general agency system keeping in 
touch with its policyholders who move. His 
company has a system whereby the clerk who 
changes the addressograph plates checks up to 
see if the new address is in the same agency and 
if it is not a card is printed from the new plate 
and is forwarded to the agency in which the 
policyholder will be situated. 

That a considerable effort is made by most 
companies to keep in touch with old policyhold- 
ers both through direct mail and policyholders’ 
magazines and such like was pointed out by the 
several speakers who discussed the point. 
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FIRE WASTE REDUCED BY ORGANIZED 
EFFORT 
Franklin H. Wentworth Speaks 
New England Agents 

Franklin H. Wentworth, speaking today be- 
fore the New England Agents Convention on 
the subject, “Waging Systematic War Against 
Fire,” referred specifically to the $500,000 fund 
for expert engineering work in connection with 
the campaign which the National Fire Protec- 
tion Association has started against fire waste. 
He reviewed the past work of the Association 
and cited records of the fire loss in various cities 
of the country where marked reductions had 
been effected through organized effort, as shown 
in the accompanying table: 


Before 


PER CAPITA FIRE LOSS Per 
ent 
as 

duction 

City Over 
1923 1924 1925 1926 1923 

Chelsea, Mass..... 10.61 6.24 4.45 7.89 25.8 
Concord, N. H... 11.14 4.91 4.90 4.17 62.6 
Springfield, Mass.. 6.14 2.82 2.76 3.10 49.5 
Norfolk, Va...... 4.91 3.04 2.52 1.79 63.6 
Providence, R. 1.3: Fat 0-288 «6862986 6447S 
Se ae 5.01 3.00 3.01 1.94 61.3 
Grand Rapids, Mich. 8.03 6.90 4.98 1.90 76.4 
Detroit, Mich..... 399 .3.17 eaD ade 31.7 
Indianapolis, Ind.. 4.25 3.4 3.38 1.82 57.3 
St. Paul, Minn... 5.13 4.99 4.16 3.10 39.5 


“The man who benefits directly by fire pre- 
vention,” said Mr. Wentworth, “is the man who 
pays premiums. For one thing, insurance sel- 
dom covers the whole property loss and there is 
no compensation for loss of life, or loss of time 
from business. In the second place, because of 
competition among insurance companies, insur- 
ance rates will adjust themselves in the long 
run to the fire hazards. There is only one way 
to reduce insurance rates, and that is by reduc- 
ing fire losses. And ultimately fire prevention 
can only be a civic duty, because it is only the 
premium payer and those to whom he sells his 
goods, who suffer as a result of fire waste.” 

“Hence,” concluded Mr. Wentworth,” al- 
though every fire is local, in effect it is national. 
Fire waste is a national problem that cannot 
be met effectively by raising money in any one 
city to be used exclusively in that city.” 


Life Insurance School in Boston 

Boston, Mass., June 20.—Boston’s summer 
school is now in full swing under Vincent B. 
Coffin, director of the New York University 
Life Insurance Training Course. At the date 
of opening, June 6, eighty students had regis- 
tered, two of whom come from Georgia and one 
from Waterbury, Conn., the balance of the stu- 
dent body being composed of Boston agents. 
The course has been put on under the auspices 
of the local Life Underwriters Association and 
is the first summer school of the kind that Bos- 
ton has ever had. Sessions are held daily ex- 
cept Saturday in the assembly rooms of the 
New England Mutual Life home office, the 
forenoons being given up to lectures and the 
afternoons to conferences with students and in- 
dividual case instruction. The prospectus fol- 
lowed is largely that of the New York Univer- 
sity Course, covering five or six weeks. Mr. 
Coffin is being assisted by Ralph Engelsmann 
of the University faculty and Frank M. Mee, 
who has been a member of the staffs of several 
summer schools. 


INSURANCE STOCKS 
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AETNA (FIRE) 
INSURANCE CO. 


Hartford, Conn. 


Established 108 years 
Capital $5,000,000 
Annual dividends $24.00 


As of January 1, 1927, the 
company owned $41,000,000 of 
high grade securities, the in- 
come from which is substan- 
tially in excess of cash divi- 
dends paid. Assets of company 
have increased from $40,000,000 
in 1922 to $49,000,000 in 1926 
while yearly premiums written 
have increased from $21,000,000 
to $28,000,000 in same period. 
Income from investments there- 
fore is steadily increasing. 


The agency plant of the com- 
pany developed over a long 
period of years, is of great value 
although this value is not ex- 


stock. The current price of 
Aetna stock is considerably be- 
low its liquidating value, and, 
in our opinion, the stock is an 
attractive purchase. 


Price at market to 
yield about 4.57% 


Farther information upon request 


CURTIS & SANGER 


Established 1885 


Specialists in 
Bank and Insurance Stocks 


NEW YORK and BOSTON 
STOCK EXCHANGES 


49 Wall Street, 
New York City 


Surplus $12,033,915 


in present price of 


MEMBERS 








All Bids and Quotations Subject to Con. 
firmation 


The following quotations, as of June 2), 
1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
in in this list, the Research Bureau of Tue 
SPEcTATOR will endeavor to supply the data. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Agricultural Ins. Co. 
Arthur Atkins & Co., N. Y........ 285 
Alliance Fire 
Wheeler & Co., Phila............. 54 544 
American Alliance 
Arthur Atkins & _ ME ae oe 340 Pe. 
McKinley & Co., RA; ad: writ onan inc 338 348 
American Surety 
Lewis & Co., Hartford............ 240 250 
Mewes &:CO,, IN. Vii sce. sccees 238 245 
American Insurance Co. of Newark 
Arthur Atkins & Co., N. Y........ 2214 244 
Bankers & Shippers 
Arthur Atkins & Co., N. Y........ 300 cite 
Curtis & Sanger, N. Y.......0000- 300 315 
Camden Fire 
Faas ee, & Con Nee vcissowe 18 20 
Arthur Atkins & Co. As. i re 18 194 
Carolina Insurance 
Arthur Atkins & Co., N. Y........- 52 54 
J. K. Rice, Jr., & Co., est Werale a sta 51 54 
Continental Ins. Co. 
Arthur Atkins & Co., N. Y........ 167 170 
Lewis & Co., Rfagetogd)'....a:'. Josae 167 169 
Federal Insurance 
Cartis & Sanger, N.Y... 6. ce cevc 630 650 
Federal Union Life 
A. & J. Frank Co., Cincinnati...... 25 28 
Fidelity & Deposit 
Curtis & Sanger, N. Y.........-+- 227 232 
Fidelity and Casualty 
Arthur Atkins & Co., N. Y........ 178 184 
McKinley & Co., N. Y........---- byw 184 
Fidelity Phenix 
Arthur Atkins & Co., N. Y........ 115 117 
Lewis & Co., Hactlond sss: 5 os secs 115 117 
Fire Association of | -apumeagen 
Wheeler & Co., Phila............. 54 544% 
Fireman’s Insurance Co. 
Arthur Atkins & Co., N. Y........ 210 
Franklin Fire 
McKinley & Co., N.Y... 2.52655. 233 240 
Glens Falls 
Arthur Atkins & Co., N. Y........ 50 53 
yee, Pelee, Ses & COi, Ne Wx 5 S03 50 52 
Lewis & Co., Hartford............ 51 53 
Globe & Rutgers 
Arthur Atkins & Co., N. Y......... 1520 1580 
Curtis & Sanger, N. Ae ea ei 1550 1600 
Lewis & Go., Hartiotd. . .. ..cccc se 1550 1600 
Great American 
Arthur Atkins & Co., N. Y......... 327 332 
Hanover Fire, stock 
Arthur Atkins & Co., N. Y........ 210 215 
Lewis & Co., Hartford............ 210 210 
J. Be. Rae; 16, Og ie oo 60-65 0% 210 215 
Harmonia Insurance (new stock) 
Arthur Atkins & Co., N. Y........ 51 54 
Ji RICE TE Fe COIN se Bicidc vices 51 54 
Home Insurance 
Arthur Atkins & Co., N. Y........ 414 419 
Lewis & Co., ee Da ssereace cone ae 410 420 
McKinley & Ce., 5 OES ee Ty 412 415 
J. K. Rice, Jr., Co. he eee eee 416 420 
Homestead 
jk. Rice, Je Con Ne © i 2.0:0.60: 44 46 
Importers and Exporters 
Cobia Or Sameer ite Wo 6 osc ede ee 99 103 
Arthur Atkins & Co., :. ee 98 103 
International Co. of St. cag Pfd. 
A. & J. Frank Co., Cincinnati...... 234 3K 
—_, Southern Life : 
& J., Frank & Co., Cincinnati... 24% 2% 


setae at Co. of North "America 


Lewis & Co., Hartiord. 2... cccscecs 61 62 

Wheeler & Ci RMD 5 side tise eee 61 62 
Independence Fire 

De; MACS, Ay OO I Se wali 56% 20 25 
Independence Ind. Ins. Co. 

Wemecier © Co. Pui®. . 056555 e8es 310 325 
Kansas City Life 

WARES S Ge SSMSIGE IW. OM, «io. 0,516. 6c 60.050 975 
Lincoln National Life 

Roy T. H. Barnes & Co., Hartford.. 90 95 
Maryland Casualty 

Curtis & Genser PY 6.0 s.c'n dn sivens 103 116 

Ree a CO, PERT < oc ccc sacncs 112 116 
Missouri State Life 

A. & J. Frank Co., Cincinnati...... 77 78 
National Surety 

ee ee Pe Sb EE 250 254 

Lewis & Co., Hartford............ 252 257 
. McKinley MICO MOY. cc ouce ade 250 258 
National Surety Rights ae 

McKinley & Co., N. V.........00- 34 3534 


Curtis & Sanger, N. Vo... seca 














Lewis & Co., Hartford...........; 37 38 





Relianc 
Whe: 
Stuyve: 
Arthi 
Lewi: 
Securit: 
Arthi 
Lewi: 
U.S. F 
Arthi 
Lewi: 
U.S. F 
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U.S. M 
Artht 
Victory 
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McK 
Artht 
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Conni 
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Roy 7 
Lewis 
McKi 

Traveler 

Conning 
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Lewis & 


America 
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Boston ( 
Chas, 
Lewis 
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Chas. 
Lewis 
Capitol | 
Chas. 
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Con 
Columbi 
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National Union Fire 


Arthur Atkins 3 RAGS EY sc daee ae 


New Amsterdam Cas, 


Curtis & eyo" A) Seer er 


McKinley & 
New Jersey Fire Insurance 

Arthur Atkins & Co., N. Y 
New York Casualty 

Arthur Atkins & Co., 


McKinley & Co., 
Niagara Fire 


Arthur Atkins & Co., 
Northern Ins. Co, 


Ohio National Life Ins. Co. 


A. & J. Frank Co., Cincinnati...... 


Pacific Fire 


Arthur Atkins & Co., N. Y........ 


Reliance Fire 


Wheeler & Co., Phila............. 


De Wee oe ncay-c 
Lewis & Co., Hartford............ 


Stuyvesant 
Arthur Atkins & Co., 


Security of New Haven 
Arthur Atkins & Co., 


rig & Co., eeetlns 55. « sccc.0e 


U. S. Fire 
Arthur Atkins & Co., 


Lewis & = Hartford............ 


U.S. F.&G 
Curtis & Sanger, N. V 
U. S. Merchants and sm Ga 
Arthur Atkins & Co., N. Y 
Victory Insurance Co. 


Wheeler & Co., Philadelphia....... 


Westchester Fire’ 


McKinley & Co., N. V.......ccceee 


Arthur Atkins & ‘és, 
J. K. Rice, Jr., & Co., 


HARTFORD STOCKS 


Aetna Casualty and Surety 


Conning & 


Aetna Insurance (Fire) 


Conning & Co., Hartford.......... 


Markham & Compan 
Roy T. H. Barnes & 
Lewis & Co., Hartford 


Aetna Life Ins. Co. 


Conning & Co., Hartford.......... 


Markham & Compan 
Roy T. H. Barnes & 
Lewis & Co., Hartford 


McKinley & Co., N. Y........cce. 


Automobile Insurance 


Conning & Co., Hartford.......... 


Markham & Comp any 


Roy T. H. Barnes re Co. Hartford. . 


Lewis & Co., Hartford 
Conn. General Life 


Conning & Co., Hartford.......... 
Markham & Company............ 
ee 
Roy T. H. Barnes & Co., Hartford... 


Lewis & Co., 
Hartford Fire 


Conning & Co., Hartford........... 


Markham & Compan 

Roy T. H. Barnes & 

Lewis & Co., Hartford 
Hartford Steam Boiler 


Conning & Co., Hartford.......... 
Markham & Company Pahaaicie casiee's 


Roy T. H. Barnes & Co., Hartford.. 

Lewis & Co., Hartford 
National Fire 

Conning & Co., Hartford.......... 


Markham & Company OT EG 


Roy T. H. Barnes & Co., Hartford... 
Lewis & oS ae 
Phoenix Insurance 
Conning & Co., Hartford.......... 
Markham & Comp ee Seer ee 
Roy T. H. Barnes & Co., Hartford. . 
Lewis & Co., Hartford 
McKinley Me Cotes Woes. boc exk 
Travelers Insurance 
Conning & Co., Hartford............ 
aarkname & ‘Co: Hattiotd..... 05... 
Roy T. H. Barnes & Co., Hartford. 
Lewis & Co., Hartford.............05 


1 
Lewis & Co., WEMOPEL,, loins soc 
Sree 


Lewis & Co., Hartford............ 
) 2 ee 


Arthur Atkins & ey Ihe Ws ectacess 


@., Bartiog@. .....02.% 
Roy T. H. Barnes & Co., Hartford... 
Markham & Company............ 
Lewis & Co,, Timrtiand . .:0..5 06s ccs 


0., Hartford. . 


Curtis & Samper, N.Y. wo. ccewe 


o., Hartford. . 


o., Hartford. . 


104 
106 


295 
296 


310 
40 
98 
21 


192 
180 


112 
111 


197 
195 


315 

280 
21 
5044 


49% 
50 


NEW ENGLAND STOCKS 


American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston. 
Boston Casualty 
Chas. A, Day & Co., Inc., Boston. . 
Lewis & Co., Hartford 
oston Insurance 
Chas. A. Day & Co., Inc., Boston.. 
Lewis & Co., Hartford 
Capitol Fire Ins. Co. 
Chas. A. Day & Co., Inc., Boston. 
Prefeerl oo 7s pokes eee 
CON Aces stay a socniets s 
Columbian National Life Ins. Co. 
Chas. A, Day & Co., Inc., Boston. . 
onvey yaucess Title Ins. Co. 
A. Day & Co., Inc., Boston. . 
Mass. ‘Bond & Ind. Co, 
has, A. Day & Co., Inc., Boston.. 
Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston. . 
New England Fire 
Chas. A. Day & Co., Inc., Boston. . 


15 
600 


605 
605 


265 


73 
73 


45 
107 
110 


305 
304 


43 
103 
22 


198 
200 


116 
116 


205 
205 


325 


650 


640 
635 


220 


New Hampshire Fire 


Chas, A. Day & Co., Inc., Boston.. 350 365 
Old Colony apy,” 

Chas. A. Day & Co., Inc., Boston.. 250 awe 
Providence Supidensen . 

Arthur Atkins & Co., N. Y........ 80 95 

Chas. A. Day & Co., Inc., Boston.. 370 390 
Springfield Fire and Marine 

Chas. A. Day & Co., Inc., Boston.. 575 600 
United Life & Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston. . 38 43 


C. J. Rockwell Is Editor of “Insurance 
Salesman” 

Dr. Charles J. Rockwell has been made edi- 
tor-in-chief of Insurance Salesman, published 
by the Rough Notes Company. Dr. Rockwell 
is one of the most noted life insurance educators 
in the country. He first was associated with 
the E. A. Woods general agency in Pittsburgh 
of the Equitable Life Assurance Society as 
a sub-agent and later instructor. Later he be- 
came connected with Carnegie Institute and the 
University of Pittsburgh. When the classes 
on insurance at the latter institution were dis- 
continued, he organized a school of his own, 
which has been highly successful. He is at 
present conducting his school in Chicago, where 
he opened last week. He has maintained head- 
quarters in Chicago for some time and will re- 
tain his offices there. 











LLIN br a ti 


NATIONAL SURETY CO. 
Stock 


and 
Rights 
(When, as and if issued) 
Bought and Sold 


Circular Sent on Request 


LEWIS & CO. 


Member 
Conn. Investment Bankers Ass’n. 


Hartford-Conn. Trust Co. Bldg. 
HARTFORD, CONN. 

















A FIRE INSURANCE STOCK 


which seems to be 


OUT OF LINE 


1. Old Company with able manage- 
ment. 

2. Stock sells $50 under its esti- 
mated liquidating value. 

3. Income from Investments more 
than double present dividend rate. 


Full particulars and price on applica- 
tion. Ask for Circular S-1. 


ARTHUR ATKINS & CO. 


Specialists in Insurance Company Stocks 


TELEPHONE 27 WILLIAM ST., 
HANOVER 3707 NEW YORK CITY 
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Schilling System for Calculating Interest 
and Policy Loans or Other Present 
Worths 

Insurance men dealing with policy loans, cash 
values, etc., have now at their service the Schil- 
fing System for Calculating Interest and Pol- 
icy Loans or Other Present Worths which was 
invented and copyrighted, 1926, by William E. 
Schilling. 

The book of tabulations is intended for use 
in ascertaining maximum loans that may be 
made upon policies with given cash values at 
next anniversary, discount being calculated at 
6 per cent with 360 days to the year. The tables 
may also be used to determine present worths 
for any other purpose. By using the book, it is 
possible to determine the maximum loan value, 
or other present worth, of any sum from one 
cent to $99,999.99 without involved computations 
either by longhand or calculating machine. 
Such values or present worths may be ascer- 
tained upon three figures at one operation where 
based upon cash values or other principal 
amounts due in one year. 

On cash values or other principal amounts 
due in less than one year, maximum loans or 
other present worths are given one figure at a 
time and both day and year computations may 
be made upon cents, or any combination of dol- 
lars and cents, as readily as upon dollars alone. 

Interest tables appear in the latter half of 
the book for convenience in ascertaining the 
accrued interest on a note or policy loan, and 
time tables are printed on the inside front and 
back covers to give a short method for deter- 
mining the elapsed time between any two dates 
not greater than 365 days apart. The book, 
which is a valuable contribution to insurance 
calculation, is bound in loose-leaf form, thumb- 
indexed and with sturdy cloth binding. It may 
be obtained from The Spectator Company at 
$10 per copy. 


Citizens National Life Organizing 

Cuicaco, Itt., June 20.—The Citizens Na- 
tional Life of East St. Louis, Ill, has been 
licensed by the Illinois department of insurance 
and now is ready to begin business. The com- 
pany has a capital and surplus of $20,000 and 
will immediately increase this to $500,000, it is 
said. 

The officers of the company include: J. G. 
Bardill of Highland, Ill., former State senator, 
president; E. N. Michael, lumberman and 
banker of St. Jacob, Ill., first vice-president; 
Neil K. Bond, merchant and banker, Mt. Ver- 
non, Ill., second vice-president; George Kabu- 
reck, an experienced life insurance man and 
former vice-president and field manager of the 
National Protective Life, secretary and general 
manager; George N. Gundlach, grain drill 
maker of Belleville, Ill., treasurer; H. Grady 
Vien, East St. Louis, attorney; Dr. C. B. Von- 
nahme, of East St. Louis, who is to be medical 
director, and Fred D. Strudell of St. Louis, 
actuary. 

Mr. Kabureck, the organizer of the com- 
pany, is a native of East St. Louis. He was in 
the life insurance business in Springfield from 
1905 until a year ago when he returned to his 
home to organize the Citizens National. 
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ly Premium plan. 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 


are ss es 




































































Males and Females alike. ADAMS ST. its 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | Continent! |5 Chicago 
[| Commercial | > t Ol} 
We have openings in Ala., Ark., Dela., D. C., Fla-, Ga., Ill., Ia., : Nat'l Bk. | |_Exchange b | Pe 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : — QUINCY ST. QR 
Fed- Illinois Ase 
Colony] eral | bs 
THE OLD COLONY LIFE INSURANCE COMPANY = yf}i@.) 5) wechene 
of CHICAGO, ILL. JACKSON BOUL. y 
B. R. NUESKE, President ate Board | TA% 
The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through Suchense Trade H 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


























ARKANSAS 


The Land of OPPORTUNITY 
For Men and Women who seek liberal Agency 


Contracts with a Progressive Company. 


J. W. Middleton, Jr., is our Manager for West- 
ern Arkansas and Eastern Oklahoma, with 
present headquarters at 


Mena, Arkansas 


euerseneecereaenecccenveneneescenieceete 
Coecereneeeeneaneerenennaestitenieneree 


Write him in confidence and let your 
first letter tell what you can do. 


ssvuneusnncuanerrananenctrsnenseeeseste 
‘quatacenenenaticanernanenieceaneiiienee 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 


Shreveport, La. 
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Ask Me Another 


Why do so many life insurance agents lose their renewals? 
Answer: Because of the General Agency System and unfair 
agents’ contracts. 

What life insurance company has abolished the General 
Agency System, offers all its agents AN EQUAL OPPOR- 
TUNITY and plays no favorites? 


Answer: The Columbus Mutual Life Insurance Company. 


Does the Company protect its agent’s Renewal Interests? 
Answer: Yes, it gives VESTED NON-FORFEITABLE RENEWALS 


Where can I find an endowment policy that returns the 

savings, if the insured dies, INSTEAD OF USING THE 

wie OWN MONEY TO PAY HIS 
LAIM? 


Answer: PERFECTED ENDOWMENTS sold by The Columbus 
Mutual return the excess of the endowment premium 
over|the ordinary life premium in the event of death. 


Is it possible to purchase insurance at a lower cost if bought 

in quantities? 

Answer: A SPECIAL PREFERRED RISK POLICY issued by The 
Columbus Mutual sold only in amounts of $5,000 and 
over gives the policyholder the advantage of the reduc- 
tion in overhead and shows surprisingly low net cost. 


Is it possible for a life insurance company to pay liberal 
commissions to agents and at the same time furnish low- 
cost insurance to policyholders? 


Answer: Yes, but such companies are almost as scarce as “‘hens’ 
teeth.”’ any companies pay high commissions, quite 
a number furnish low cost insurance but the combina- 
tion seems almost impossible to attain. The Columbus 
Mutual is an outstanding example of such a company. 


For further information, address 


The Columbus Mutual Life Insurance Co. 


C. W. BRanpbown, President. 


COLUMBUS, OHIO 
D. E. BAL, Vice-Pres. and Secy. 
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When the Prospect Says He Has all 
the Insurance He Needs 


One of the toughest objections for many in- 
surance salesmen to meet is the prospect’s 
declaration that he has all the life insurance 
he needs or can carry. 

“No, I’m not going to buy any more life 
insurance right now,” the prospect is apt to 
say to the salesman. “I’ve got all the insurance 
I need. In fact I’ve got more than I really 
need. And I couldn’t possibly carry any more 
right now. You'll be saving your time and my 
time if you’ll lay off of me because I simply 
can’t buy any more.” 

That sounds like the absolute “no” for the 
life insurance salesman, doesn’t it? That sounds 
as though the salesman hasn’t a chance in the 
world of making a sale to that particular in- 
dividual doesn’t it? 

And yet many salesmen are constantly mak- 
ing sales to such prospects and are doing it 
easily and quickly. And, no doubt, it will be 
of interest and value to other life insurance 
salesmen to learn how these particular sales- 
men are doing it. 

One especially successful method of getting 
sales across to prospects of this type consists 
in impressing on the prospects the fact that they 
should buy life insurance progressively all the 
time. In other words, they should never con- 
sider that their purchases of life insurance are 
finished, any more than they consider their 
purchases of wearing apparel are finished. 

One enterprising life insurance salesman im- 
presses this idea on his prospects with this sort 
of a line of talk: 

“You might raise the same sort of an ob- 
jection if your tailor came around to you to- 
day and urged you to buy a new suit. You 
might say to the tailor that you had all the 
suits you needed and that you really couldn't 
afford to buy a new suit. But that wouldn’t 
mean that your purchases of suits were finished 
forever. Not at all, it would simply mean that 
for the time being it was to your advantage 
not to buy a suit to-day. 

“And the fact that you didn’t buy a suit to- 
day wouldn’t work any hardship on you be- 
Cause next week or next month or six months 
from now you could buy the same sort of a 
suit at the same price. You wouldn’t have to 
pay a premium on your suit simply because 
you didn’t purchase it to-day. 

“But if you don’t buy more life insurance 
to-day, you will have to pay a premium on it 
when you do buy because the cost of insurance 
to you is always increasing as your age ad- 
vances and as your life expectancy decreases. 
“To-morrow you will have a shorter expect- 


By Frank H. WIi1aMs 


ancy of life than you have to-day and six 
months from now you will have a still shorter 
life expectancy. So, of course, you have to 
pay more for the insurance you buy. 

“That’s why it is so important for you to 
buy life insurance right now. Your purchases 
of life insurance are, of course, no more com- 
pleted than your purchases of suits are. You 
are going to keep right on buying life insur- 
ance as long as you can get it not only because 
your responsibilities increase but because you 
grow in prosperity and the one best way in the 
world to save money when you are prosperous 
is by buying life insurance. 

“So, right now, to-day, is the best time in 
the world for you to buy life insurance even 
though you do feel that you have all the insur- 
ance you really need and even though you do 
feel that you can’t, really, afford to buy any 
more insurance.” 

Which is, of course, a pretty strong line of 
talk and which proves very effective indeed with 
this particular life insurance salesman in in- 
creasing his sales. 

No doubt other salesmen could use this same 
line of talk with equally good results. 

This objection of the prospect that he doesn’t 
need any more insurance and that he can’t 
afford to buy any more insurance, is met by 
another live-wire salesman with this line of 
talk: 

“As long as a man can scrape up the money 
with which to pay for his life insurance pre- 
miums he can afford to buy more insurance. 
And there’s nothing in the world that will make 
me believe that you couldn’t get the necessary 
money together to buy up to a $10,000 policy, 
or an even larger policy. You could find the 
money to pay for the premium on such a pol- 
icy if you had to, couldn’t you?” 

This question arouses the pride of the pros- 
pect. He doesn’t in the least feel like admit- 
ing that he is absolutely flat broke. 

“Oh, I guess I could get the money together 
for it if I had to,” the prospect replies. 

“Well, there you are,” says the salesman. 
“Since you could get the money together for 
more insurance it sure would be good business 
for you to buy it. Not only so as to get the 
maximum possible amount of protection for 
your family but also so as to assure a nice old 
age for yourself. Think of the pleasure of 
cashing in some big-sized insurance policies 
when you reach older age. If there’s anything 
quite so enjoyable, I don’t know what it is.” 


Which is a pretty strong line of talk and 
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which is splendidly effective with this salesman 
in selling more insurance. 

Perhaps other life insurance salesmen could 
use the same line of talk with equally good re- 
sults. 

In the case of an enterprising western life 
insurance salesman, the line of talk used to 
overcome this objection of the prospect of 
already having sufficient life insurance is as 
follows: 

“No man ever has enough life insurance, just 
as no man ever has enough money. 

“So many men fail to think of life insurance 
as being money. That’s what life insurance 
really is—money. Its money because it is 
negotiable, after it has been in force sufficiently 
long to have a cash surrender value and it is 
money because when it matures it means that 
you or your heirs will receive real money for it. 

“But life insurance is much better than money 
because you always get back more than you 
put into it. With money you only get the exact 
amount and nothing more, but with life insur- 
ance you always get a larger sum than you 
put into it. 

“So, of course, you haven’t got too much 
life insurance any more than you, or any other 
man, has more money than he wants or needs. 

“You can use more life insurance right now 
to good advantage. You know it and I know 
it. And just to show you that I’m willing to 
meet you more than half way, I'll try to help 
you arrange things so that the purchase of the 
insurance won’t be any real burden on you.” 

This line of talk brings the prospect face to 
face with the fact that he could use more life 
insurance very nicely and so this helps the sales- 
man in making sales. 

All these salesmen, it will be noticed, and 
many of the other life insurance salesmen who 
were talked with, emphasized the fact that it 
never, pays to agree with a prospect that he has 
all the life insurance he needs. When a life 
insurance salesman agrees with a prospect that 
he doesn’t need any more insurance, then the 
salesman is, of course, practically killing the 
sale. What chance is there for making a sale 
when the salesman himself says that the pros- 

pect doen’t need insurance? So, that’s an im- 
portant point for other insurance salesmen to 
remember. Always tell the prospect that he 
really does need more insurance, no matter what 
the prospect says about it, and then make him 
agree that he does have this need. 

All of which is presented in the hope that 
it will be of real help to various life insurance 
salesmen in selling still more insurance. 
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Women and Substandard Risks in Tropical 
and Semi-Tropical Countries 


In a paper presented before the annual 
meeting of the Actuarial Society of America 
recently, Arthur Hunter, third vice-president 
of the New York Life Insurance Company, dis- 
cussed the experience of the New York Life 
under policies issued on the lives of women and 
of under-average risks in various South Amer- 
ican countries, Cuba, Porto Rico, Japan, and 
India. 

Policies on women were issued largely to 
married women of the educated classes, espe- 
cially in the Spanish-speaking countries, and 
were limited to comparatively small amounts 
on the endowment plan. A stricter selection 
was exercised in the case of female applicants 
than in the case of men, and the mortality 
among the women was somewhat more favor- 
able than among male lives, actual claims being 
72 per cent of the expected claims for women 
of Japan, and 94 per cent for women of 
Argentina, Brazil, Cuba, Porto Rico, and 


northern countries of South America, where 
“expected” is computed by Hunter’s Semi- 
Tropical Table, which produces an “expected” 
about double that produced by the American 
Men Select. 

In issuing policies on under-average risks, 
great care was exercised as very little was 
known concerning the effect of the various im- 
pairments on longevity. There appears to be a 
lack of resistance to certain diseases, the facili- 
ties for medical attention are meager, state- 
ments of examiners are indefinite, and there is 
little knowledge of the methods necessary to 
guard against tuberculosis. There was also 
found a considerable difference in the average 
weight according to age. It was shown that 
the Japnese were 9 per cent lighter, and the 
Argentinians 7 per cent heavier than Americans 
of the same age and height. The experience 
on under-average risks in Argentina, Brazil, 
Chile, Cuba and Japan, was satisfactory, while 
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Address 


The Diller Life Ins. Co. 


66 BROADWAY, NEW YORK 





the experience on a small number of policies 
issued in India was rather unsatisfactory. 

Mr. Hunter included an analysis to show the 
percentage of substandard cases rated for the 
various impairments. In the South American 
countries and Cuba, 31 per cent of all substand- 
ard cases were rated up for overweight against 
6 per cent for underweight. In Japan, however, 
only 6 per cent of the substandard cases were 
rated up for overweight as against 10 per cent 
for underweight. The Japanese showed a 
higher percentage rated up for both a family 
and personal history of tuberculosis. It is 
noteworthy that of the total number of sub- 
standard policies issued in the United States 
by the New York Life Insurance Company, 80 
per cent have been rated up because of occu- 
pation hazards, heart murmurs, overweight, or 
albuminuria, while in South America these im- 
pairments covered only 50 per cent and in Japan 
only 25 per cent of the substandard cases. In 
the United States, approximately one-third of 
the substandard business is on the lives of per- 
sons in occupations involving hazards against 
14 per cent in South America and 12 per cent 
in Japan. The earnings of mechanics and arti- 
sans in the latter countries are not sufficient to 
justify the carrying of insurance. Those rated 
for occupation come largely from the army and 
navy service and from the mining, railroad, and 
the electric industries. 


February 28—March 4, March 9 

The Connecticut Mutual Life Insurance Com- 
pany has recently received a claim under Pol- 
icy No. 592,719 on the life of the president of 
a large manufacturing company in Pittsburgh, 
Penna. The insured died March 9 from bron- 
chial pneumonia contracted on Sunday, March 
6. Our policy was issued on February 28, and 
the policy was delivered on March 4. The in- 
sured also had two other Connecticut Mutual 
policies which were issued in 1910. 

When this man took out an additional pol- 
icy, he “didn’t need” insurance. But doubtless 
his family did, nine days later !—Conmutopics. 


Life Insurance Simply Explained 

Have you the impression that the business of 
life insurance is mysterious, uninteresting and 
hard to understand? If so, you will find that 
you are mistaken if you will spend 30 minutes 
in reading William Alexander’s entertaining 
little book entitled “Life Insurance Simply Ex- 
plained.” It tells in a clear and interesting way 
all that the average business man ought to know 
about one of the most important of our in- 
dustries. Price $1. 


The Suicide Record for 1926 
(Concluded from page 3) 
cities, but exceedingly low rates were reported 
for certain cities such as Bayonne, N. J., 22 
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per 100,000; Malden, Mass., 3.8; Mobile, Ala., 
30; Petersburg, Va., 2.7, and Roanoke, Va., 
16. The outstanding fact is, as usual, the ex- 
cessive incidence of suicide on the Pacific Coast. 
No satisfactory explanation has yet been forth- 
coming why the tendency to suicide should be 
so decidedly more pronounced in the large Pa- 
cific Coast cities than on the Eastern seaboard. 
Thus the rate for Manhattan and the Bronx 


JII—SUICIDES IN 20 AMERICAN CITIES—1926 








Allentown, Pa........ 94,600 20 21.1 
Charleston, S. C...... 74,100 4 5.4 
Davenport, Ia....... 56,000 18 32.1 
Duluth, Minn........ 113,000 15 13.3 
Evansville, Ill........ 95,100 17 17.9 
Flint, Mich...... 136,000 13 9.6 
SO See 60,200 6 10.0 
GREY, ING. occ neces 80,800 9 11.1 
Jacksonville, Fla..... 137,000 15 10.9 
Kansas City, Mo..... 375,000 71 18.9 
Lakewood, O........ 59,500 2 3.4 
Little Rock, Ark..... 75,900 17 22.4 
Louisville, Ky........ 311,000 63 20.3 
Oklahoma City, Okla.. 145,000 21 14.5 
eh aera 82,500 21 25.5 
Rockford, 1l]......... 78,400 15 19.1 
Saginaw, Mich....... 73,300 7 9.5 
Shreveport, La....... 59,500 7 11.8 
ee” ee 78,006 23 29.5 
South Bend, Ind..... 81,700 19 23 .3 
Wilkes-Barre, Pa..... 78,300 10 12.8 
Youngstown, O...... 165,000 14 8.5 

2,509,900 407 16.2 


was 20.8. For Boston it was 13.3, for Phila- 
delphia 15.0, for Baltimore 13.6, all rates quite 
considerably below the rates for Sacremento, 
San Francisco and San Diego. 

Many studies of suicide have been made but 
chiefly limited to its statistical aspects. It 
should be perfectly obvious by this time that not 
much more is to be learned by mere collective 
statistical investigations but that the line of 
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research should follow a painstaking inquiry 
into the antecedent conditions of individual 
cases of self-destruction. This, of course, is 
always a matter of delicate procedure requiring 
infinite tact, persistence and a wide knowledge 
of the human mind and its disorders. The evi- 
dence in most suicide cases as to underlying con- 
ditions is usually successfully hidden and nearly 
always exceedingly difficult to ascertain. For 
it goes without saying that in many suicides 
other members of the family are more or less 
responsible if only because of a lack of sym- 
pathy, interest and co-operation with the pre- 
carious mental condition of the person con- 
templating suicide to the point of successful ful- 
filment. 


In any event, as pointed out, the suicide rate 
of this country at the present time indicates no 
very alarming tendency towards a material in- 
crease. The wide publicity of student suicides 











MICHIGAN 
INDIANA 
ILLINOIS 
KANSAS 
MISSOURI 
PENNSYLVANIA 


We want some live wire organizers to 
train salesmen in our monthly pre- 
mium paying Accident and Health 
Department, in above States. High 
grade proposition to men who can de- 
liver—Write at once to 


INCOME GUARANTY COMPANY 


(Stock Compayn) 
Drawer 422 South Bend, Indiana 


Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,696,313.08 on Deposit with the 
Indiana Insurance Department 


$567,115.17 Surplus Protection to 
Policyholders 


$45,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 


























A Firm Foundation 


With more than three-quarters of a 
century of success and achievement back 
of it, the Massachusetts Mutual is in a 
position to progress along lines that have 
been thoroughly tested. 

This position is made more desirable 
because of the maintenance of principles 
and practices of high character which 
have molded the thiee divisions of the 
Company—Home Office, Field Force, 
and Policyholders—into an organization 
whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Organized 1851 
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Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 
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Chas. M. McCabe, President 
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does not justify most of the comments as re- 
gards alleged suicide epidemics or suicide waves, 
which exist chiefly in the imagination of ama- 
teurish observers. Our suicide rate at the pres- 
ent time is about the same as that of the Com- 
monwealth of Australia, which in 1924 was 
11.25 per 100,000 of population. The rate for 
New Zealand for 1925 was 13 per 100,000. 
Comparing our own rate of about 12 per 100,- 
000 with certain other countries, it appears that 
for recent years the international comparison is 
about as follows: 


SUICIDES PER 100,000 POPULATION 
Northern Ireland . Uruguay 


The Netherlands 
Italy 

England and Wales 
Finland 

Australia 


Switzerland 
Hungary 


DioaAWwovrvo 


These rates, of course, are somewhat frag- 
mentary, but they are sufficient for the purpose 
of emphasizing the conclusions that the United 
States at present holds a normal position as 
regards suicidal frequency, as would naturally 
be expected considering our satisfactory eco- 
nomic condition. Just because of that fact, 
however, our suicide rate is higher than it 
should be. Something, as pointed out, is radi- 
cally wrong with our civilization and particu- 
larly with our educational methods which re- 
sult in an unstable mentality, ill adjusted to the 
exacting needs of a modern competitive exist- 
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II—SUICIDES IN 120 AMERICAN CITIES (Continued) 





Portland, Ore 
Portsmouth, Va 
Providence, R. I 
Pueblo, Colo 
Quincy, Ill 
Racine, Wi 
Reading, Pa 
Richmond, Va 
Roanoke, Va 
Rochester, N. Y 
Sacramento, Calif 
St. Louis, Mo 
St. Paul, Minn 


Salt Lake City, Utah. . 
San Antonio, Tex 
San Diego, C 

San Francisco, Calif 
Schenectady, N 
Seattle, Wash 
Somerville, Mass 
Spokane, W: 
ye ae 
Springfield, Mass 
Springfield, O 
Syracuse, N. VY 
Tacoma, Wash 
Tampa, 

Terre Haute, Ind 
Toledo, O 

Topeka, Kans 
Trenton, N. J 

Troy, N. Y 

Tulsa, Okla 
Washington, D.C... 
Wheeling, W. Va 
Winston-Salem, N. C 
Worcester, Mass 
Yonkers, N. Y 


* Nine months only. 
+ Population Jan., 1920. 
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Religion unquestionably has lost much 
of its former influence upon conduct and 
character. But, of course, reflections of this 
sort lie largely outside of the field of the 


ence. 


statistician who is chiefly concerned with 
emphasizing tendencies, which fortunately af 
regard suicide at the present time in this coum 
try, are not seriously in a wrong direction. 











for the right man.”’ 








HE construction of a fine, lasting 

Life Insurance structure depends 

toa great extent on the efficiency of the 

field man, and if the field man is to 

achieve the best results, he must be 

supplied with the finest material and 
mplements with which to build. 


Those which The Guardian provides 
for its field force are of proved value, 
evidence of which is to be found in the 
record of he Company’s progress and 
the individual success of its fieldmen. 
A connection with The Guardian may 
prove to you to be ‘“‘the right place 


T. LOUIS HANSEN, Vice-President 
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